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Dealers’ sales soar in new 
two-story showcase store 
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No. 300 
KEY-IN- KNOB 


hicod to sell / 


Here is a feature-packed sales leader of the 
Dexter Line. Top quality, backed by the 
famed Dexter Lifetime Guarantee — at a 
popular price! Available Master Keyed 
at slight additional cost. May be ordered 
Master Keyed or Keyed alike with any other 
Dexter Disc Tumbler Sets. Write for a 
Dexter factory representative to callon you, 
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INSTALLATION — 15/16” IS LARGEST HOLE. SOLID BRASS TRIM — ‘‘JEWELERS'’ FINISH. 
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KNOBS REINFORCED WITH STEEL. LIFETIME GUARANTEED. 


DEXTER LOCK COMPANY 


GRAND RAPIDS, MICHIGAN 
A SUBSIDIARY OF NATIONAL BRASS COMPANY 


Mecnsfectaron yf Clmevicei Original Tibia Lacks 


In Canada: Dexter Lock Canada Ltd., Guelph, Ontario 
In Mexico: Dexter Locks, Plata Elegante, $.A. de C.V. 
Menterrey, Nuevo Leon 
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single track for all standard door thicknesses 















solid nylon wheel 
for by-passing 
wardrobe doors 
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sliding door lifts 
in and out 
without removing 
hardware 








“lift out” 
solid nylon 


wheel 





silent 
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—rubber wheel 

—graphite core 
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steel bearing 








it's the wheel that counts 
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rubber wheel | 
for by-passing 4 
wardrobe doors ~~ 





single track for all standard door thicknesses 
acme bi-rail series 3000 


acme appliance manufacturing co. 
35 south raymond ave., pasadena 1, calif. 





Keynotes Crossett 


Since 1899, Crossett has been delivering quality wood products to 

the building trades of America. And because of its sound forestry 

practices, forest reserves have been systematically increased so that 

a perpetual supply of big mill quality products is assured. Couple this working forest reserve 
with big mill quality production—and your answer is Crossett for quality lumber year in and 
year out. 


CROSSETT LUMBER COMPANY 
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diamond, refracted lights 
from these iewel-like 
glass knobs add life to any room 
from colonial to contemporary. an 
See the new. Schlage Capri .design 


at your Schlage dealer's. | 
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SCHLAGE: 


SCHLAGE LOCK COMPANY 


2201 Bayshore Boulevard, San Francisco 
Schlage Lock Company of Canada, ltd., Vancouver, B. C. 

















































































Truman Budget Labeled “Conversational Piece’’ on Capitol Hill 


The day the Truman budget of 
$78,600,000,000 got sent to the 
economy-minded Republican Con- 
gress, the Associated Press said it 
was “little more than a conversa- 
tional piece on Capitol Hill.” But 
as a common carrier of violent Re- 
publican disapproval the document 
had plenty of nuclear fission. 

Speaker Martin called it a ‘“phan- 
tom budget.” Senator Taft said he 
was standing by the pledge made 
during the campaign to hold Fed- 
eral spending to seventy billion 
dollars. Chairman Reed, of the 
House Ways and Means Committee, 
said the budget total was fantastic 
and added: “There’s going to be a 
tax cut and there’s going to be a 
balanced budget.” 

House Republican leader Halleck 
anticipates “howls of anguish” 
from the opposition when Republi- 
cans go to work on the spending 
program; but he said he’d never 
seen a Truman budget that couldn't 
be reduced substantially without 
hurting the country. Chairman Ta- 
ber, of the House Appropriations 
Committee, said the Truman budget 
would be cut by ten billion dollars 
or more. 

Republican leaders, or most of 
them, indicated that they’d ignore 
the Truman figures and wait for 
the expected series of Eisenhower 
messages about Federal appropri- 
ations. These will begin arriving on 
the Hill, most probably, in April. 


Less foreign aid 


At this writing there have been 
few specific points indicated where 
budget reductions might be made; 
with the exception of the seven 
billion six hundred million dollars 
for foreign aid. A number of Demo- 
crats joined with Republicans in 
saying this sum could be substan- 
tially reduced. 

However, Joseph M. Dodge, Di- 
rector of the Budget, told news 
men not to expect a “‘sixty-day mir- 
acle” in expenditure cuts. And the 
conservative Wall Street Journal 
speaks out in meeting to the effect 
that the Eisenhower approach to 
Federal spending reductions will be 
politically painful. The Budget Di- 
rector, it seems, has told the Presi- 
dent that “eliminating waste’’ will 
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not make the needed big savings; 
that to get this done it’ll be neces- 
sary to throw out some Federal 
programs, cut others down to boy 
size, and refrain from starting new 
ones. In Mr. Dodge's’ opinion, 
across - the - board percentage cuts 
are no good for the purpose; de- 
spite the fact that Congress likes 
to play with the idea. 


Billions in July 


But, says the Wall Street Jour- 
nal, reducing projects like farm 
benefits, water development and the 
like ‘“‘won’t sit well with the folks 
affected -or with the G.O.P. politi- 
cos who think voters expect over- 
night economies without trimming 
government aid. Those who want 
thrift, no matter what’s chopped, 
will find it slow coming .. .” 

The Associated Press came 
through with an amused but mildly 
cynical comment: ‘‘Budget-slashing 
talk in Congress... had a familiar 
ring. Oftentimes in the past Con- 
gress has talked economy in Janu- 
ary and voted billions in July.” 
However, Congress as of now con- 
tinues to talk of reducing the Tru- 
man figures by ten or twelve billion 
dollars. 

These expenditure matters are 
always among the most revealing 





signs and symbols of how govern- 
ment is making out, from the view- 
point of business. Sure enough, it 
isn’t a simple thing to learn how 
to read these signs; and when 
you're good at it we’ll hope you tell 
this page how to do it. 


How it works 


A government purchasing agency 
has a big unspent balance of ap- 
propriations and still clamors for 
more. Practically always it’s on 
the level. Congress handles the 
matter of an agency’s spending 
money in two hitches. First, there's 
the act that authorizes the program 
as a Congressional policy; mention- 
ing the total amount of money in- 
volved. It may be for buying trucks 
or guns or whatnot. 

Well, the Treasury isn't going to 
issue any checks on that kind of 
doings; and no manufacturer is go- 
ing to start making the stuff until 
Congress takes the second step 
usually by passing an appropriation 

that gives the buying agency the 
“authority to incur obligations;” 
that is, the authority to make con- 
tracts to buy. Contracts that can 
be enforced by court action. The 
first action says they intend to do 
it. The second says that here’s the 
money to do it with. 


Retiring democrats see good business 


Curiously enough, the Federal 
experts who are retiring view the 
coming year with more confidence 
than do the arriving economists. 
Or so we’re told. The new fellows 
apparently don’t want to stick their 
necks out. 

Keyserling, of the Council of 
Economic Advisers, the man who 
called the turns pretty exactly on 
‘52, holds a _ similarly confident 
opinion for ‘'53. Foley, of the 
HHFA, secs a good and even a 
great building year. Snyder, of the 
Treasury, sees strong support in 
53 for an advancing economy. It’s 
well known non-governmental 
economists who make such remarks 
as “‘The Boom is One Year Older;” 


“The Flower Begins to Fade;"’ and 
so on. Not exactly downhearted; 
just an uneasy feeling that maybe 
the pitcher has gone to the well a 
good many times. 

Fanny Mae has to be reauthor- 
ized before midyear or go up Salt 
Creek. This industry is all for the 
gal; but banks and insurance com- 
panies are not. The United Press 
quotes a “Congressional source”’ as 
saying the contest over Fanny is 
between the millionaires and the 
billionaires. 

Martin Durkin, of Labor, is mak- 
ing a good impression on business 
men. He’s determined to make the 
Labor Department the friend and 
helper of both employees and em- 
ployers. 
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MEDCO lumber is more than “adequate” —it offers 
the variety that makes lumber buying simple for 
you, and the quality that gives outstanding per- 
formance for your builders! Produced from choice 
old-growth timber on MEDCO’s own tree-farm, 
MEDCO lumber is well-manufactured, scientifi- 
cally kiln dried, and reliably graded and inspected 
t to 5 times before the MEDCO brand goes on it. 
It is certain to please your builders in every 


respect, under every condition. 


Check the wide variety of MEDCO prod- 
ucts listed at right. You can fill your 
builders’ needs with minimum effort and 
maximum satisfaction. Contact your 


MEDCO representative today! 


MEDC 


LUMBER 
FILLS EVERY 
BUILDING 
REQUIREMENT! 














MEDCO IS A FIVE SPECIES SHIPPER 
Here are some sample MEDCO items— 


STRAIGHT OR MIXED CARS: 


OLD GROWTH DOUGLAS FIR: 
Kiln Dried Flooring, Siding, Finish and Mouldings 
Kiln Dried 5/4, 6/4, 8/4, 12/4, 16/4 Industrial Clears 
Unseasoned Boards—S/L & CM 
Unseasoned Dimension—2x3 to 2x16 
Unseasoned 4x4, 4x6—Small and Large Timbers 
WHITE FIR: 
Kiln Dried Boards—S/L & CM 
Kiln Dried Dimension—2x3 to 2x12 
PONDEROSA PINE: 
Kiln Dried Finish and Mouldings 
Kiln Dried 4/4, 5/4, 6/4, 8/4 Selects 
Kiln Dried Shop and Factory Lumber 
Kiln Dried 4/4, 6/4 Commons 
Kiln Dried Knotty Pine Panelling 
SUGAR PINE: 
Kiln Dried Finish 
Kiln Dried 4/4 to 16/4 Industrial Shop, Selects and 
Pattern Lumber 


INCENSE CEDAR: 
Kiln Dried 4/4 Finish 


Kiln Dried Panelling 
Kiln Dried Boards—S4S-S/L-CM 
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NEWS BRIEFS 





Lumber prices increasing. Recent lumber price rises may well indi- 
cate another big spring for housing. Mills on the West Coast are reporting 
a more than seasonal rise in demand and many are booked up for a month 
For complete details see the market page. 


Heavy year-end starts. The high level of home building starts in the 
last quarter of 1952 means a large amount of construction will carry 
over into the current quarter of 1953. In November starts were less 
than 1500 below the same month in 1950, the biggest home building 
year yet recorded. The pace is believed to have continued into December. 


Second highest total. December starts are estimated to be about 
72,000 making the total for the year around 1,125,000. In 1950 1,396,000 


homes were built. In December of 1951 less than 60,000 homes were 
started. 


Will offset slow season. Healthy demand for homes, favorable cost 
factors and availability of needed materials will maintain the volume of 
starts until the Spring building ruch begins. 


Then fewer controls. When the vital Spring building season begins 
both dealers and builders will find they will be working with controls of 
minor nature or none at all. The control situation is expected to further 
boost the present favorable housing picture. Straw in the wind was the 
NPA’s recent immediate relaxation of controls on critical materials after 
previous setting May 1 as the target date. 


Reviewing present controls. Builders may now use up to 1500 pounds 
of steel per unit, self-authorized. The ban on recreational building has 
been lifted and additional steel and copper are not allowed. Only alumi- 
num, because of the power brownout on the West Coast, is still tight. 


Things to come. Sharp increases in recreational and commercial 
building is expected immediately because of relaxed controls. Reliable 
sources in Washington predicts that authorizations for key materials will 
be further boosted, even before controls formally end. 


Higher plywood prices. Many producers say a plywood price rise 
may become industry wide. In mid-December Georgia-Pacific Plywood Co., 
upped the popular quarter-inch thickness, sanded on one side, from $80 
a thousand square feet to $85. As the year ended Multnomah Plywood 
Corp., followed with a similar price rise. 


Heavy plywood demand. In the pre-Christmas week, the fir ply- 
wood producers took orders for 70 million square feet, while turning out 
only 57 million. Most mills now boast a 60-day order file, against backlog 
orders good for less than 15 days in late October. At that time the price 
of the quarter-inch grade slumped from $88 to $80. 


Prefabs from Sweden. Prefabricated cabins from Sweden are the 
latest housing wrinkle. They come in two sizes, a 600-square foot cottage 
retailing for $2500 and another of 160 square feet to sell for less than 
$1,500. A week-end carpenter would need about 60 hours to install foun- 
dation, windows, plumbing and wiring. Key feature is that each wall panel 
is bound to its neighbor by three built-in ratchet locks, set and tightened 
with a special handle supplied with the kit. The importer expects to sell 
200 units this year, mostly as summer eabins and guest cottages. 


Russian home building low. The Communists recently used the occa- 
sion of a Moscow home building exhibition to brag about their claim of a 
million homes built in 1952. Even if the Red figures are accurate, the 
Soviet’s record rate last year fell 30% short of the 1950 American high 
attained for 20% smaller population. Little Holland built nearly twice 
as many dwellings per capita last year as Russia. 





BuiLtpinc Propucts MERCHANDISER 


Sees Construction 
Record in 1953 


Harold R. Berlin, vice-president 
of Johns-Manville Corp., agrees 
with those prophets who say the 
construction industry might ring 
up a $43 billion volume in 19553. 

The way he 
figures the 1952 
picture is this: 
“The govern- 
ment decision to 
stretch out de- 
fense expendi- 
tures and reduce 
them from the 
original esti- 
mate to $60 bil- 
lion took a lot 
of pressure off 
the construction 
industry and en- 
abled it to reach its huge 1952 
volume. Had the original plan of 
speeding defense expenditures to 
the $74 billion level been followed, 
entire classes of the construction 
industry would have found opera- 
tions difficult because of the lack 
of critical materials, labor short- 
ages and tighter governmental 
controls.” 





H. R. Berlin 


He divided 1952 construction ac- 
tivity into four major segments; 
private new residential, accounting 
for some $11 billion in outlays, 
private non-residential, where ex- 
penditures were some $10,700 mil- 
lion; public, with its $10,600 mil- 
lion business, and modernization. 
In the last category he included 
remodeling and maintenance and 
repair, adding up to around $10 
billion. In each instance he prophe- 
sied a record as good or perhaps a 
little better in 1953. 


FHA Approves 
“Service Charge” 


The Federal Housing Adminis- 
tration, long under heavy pressure 
to increase F.H.A. interest rates, 
has finally approved a 14% “serv- 
ice charge” for mortgage loans on 
the lowest-cost homes, it was dis- 
closed. 


F.H.A. Commissioner Walter L. 
Greene said the “service charge’”’ 
was approved, effective January 5. 
The agency made no formal an- 
nouncement of its action but thou- 
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sands of letters have been mailed 
out to banks all over the country 
outlining the change in Govern- 
ment policy. 

Mr. Greene said the change 
amounted to a boost in the interest 
rates “as far as the borrower is 
concerned.” He said it applies to 
individual homes costing $4,750 or 
less in suburban and rural areas. 

These borrowers now will have 
to pay a total of 514% interest on 
the money they borrow to finance 
their homes. The maximum previ- 
ously permitted was 4°, %-414,% 
to the lender plus a 14% premium 


for the F.H.A. mortgage insurance. 

3anks and insurance companies 
long have protested that they can 
not afford to service small loans at 
the 414,% rate. Mortgage money 
has been scarce throughout the 
nation because the lenders can get 
higher interest in other invest- 
ments. 

Mr. Greene said the change was 
made as “an incentive” for lenders 
to invest their money in the low- 
cost houses. He said it would be an 
“excellent” change if private capi- 
tal now makes more money avail- 
able to these houses. 




















MOHAWK flush doors are - 


Mohawk Flush Doors are distinctive 
because they are built by conscien- 
tious Mennonites, who are famous 
for pride in their work. This feature, 
plus Mohawk’s carefully selected gum 
and birch panels...large,thoroughly 
seasoned, white pine stiles and rails 

. double lock blocks and com- 
pletely vented core add up toa 
warp-free door that’s guaranteed— 
a door that builds volume sales and 
satisfied customers for you. A com- 
plete range of sizes. End your door 
problems now — send coupon today! 


pata RAILS—clear 3” 
- . | Ponderosa pine 
= or 
1) ; equal 

_ 7 CORE 
Md cross-banded, 2” 
wide wood members 

spaced 2” apart 


STULES—clear 1%” 
Ponderosa pine 

—or equal 
FACES—fully-sanded, 
six-ply birch of gum 










fully-vented, 


DOUBLE LOCK BLOCKS 


Mohawk FLUSH DOORS, 


tL KMART INDIANA 

































































Mohawk Flush Doors, Inc | 
3383 Hammond Street, Elkaart, Indiana 

Rush details on Mohawk 
Doors Exterior Doors 


| 

Interior Flush | 
| Trimmed Flush Doors 

| 

| 
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Hiawatha Birch | 


Company Name | 
Address | 
City , State i 
ee ee ee ee ee ee ee ee ee ed 
January 








Plywood Industry 


Giving Free Levels 





West coast plywood manufac- 
turers are literally ‘fon the level” 
when they talk about the durability 
of exterior Douglas fir plywood. 
And they are ready to prove it with 
a transparent, pocket-size level in 
which an actual piece of outdoor 
plywood edge-branded with the 
identifying “EXT-DFPA” is float- 
ing in water. 

The item dramatizes the theme 
of the fir plywood exhibit at this 
year’s retail lumber dealer conven- 
tions——‘‘Boost Your Sales Level 
With Exterior Douglas Fir Ply- 
wood.”’ And dealers can obtain one 
of the levels free at the exhibit 
booth. 

Although it can be used as a 
handy pocket level, it will make a 
conversation piece for the dealer 
when talking with customers about 
plywood with waterproof glue for 
siding, boats, farm buildings or 
other outdoor uses. 


























See 
American Lumberman 
February 9 

Issue 
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light and airy 
modern wood 
windows... 

for every home 


BEE GEE Modern Wood Windows are exactly 
what your customers want—modern, light, airy— 
and beautifully styled to lend a decorator touch 
to every home. BEE GEE Windows meet every 
need, satisfy every desire, fit every budget. And 
with over 42 styles and sizes to offer, your sales 
profits are assured. 


BEE GEE Modern Wood Windows are complete 
pre-fit units consisting of frame, fully glazed sash 
with all hardware and copper screens installed 
at the factory...ready to set in the wall. 


“Clean the Outside from the Inside” 


BROWN-GRAVES CO. 
Akron I, Ohio 
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Plan Educational 
Campaign for Mahogany 


For the first time the Mahogany 
Association will undertake a pro- 
gram of public information and 
paid advertising directed at the 
consumer, according to George N. 
Lamb, association secretary. 

The campaign is designed to clear 
up the public’s many misconcep- 
tions that the association has found 
in the public mind, Lamb said. 

“Some appear to think 
that mahogany is an old-fashioned, 


people 


Here's how YOU WILL PROFIT 


hy selling AETNA plywood in the big 


dark wood, suitable only to gloomy 
interiors and massive, period fur- 
niture. It isn’t, of course. Mahog- 
any has gone modern, inside the 
home and out of it, with effective- 
ness and distinction. As an ex- 
ample, take Lever House in New 
York. 

“For another thing, some peo- 
ple seem to think that mahogany 
isn’t readily available. It is, and it 
will continue to be. 

“It’s not uncommon,” Mr. Lamb 
added, “to hear that mahogany’s 
golden age took place during the 
18th century and the first quarter 





Building and Home Repair Market 


YOU WILL PROFIT by selling Aetna’s uni- 


AETNAPLY PRODUCTS 


Plywood 

Hardwood and 

Fir in all sizes 

and grades 
Over 50 species of 
Plywoods and Veneers 
Foreign and Domestic 
Cupboard and 
Flush Doors 
Glues and 
Sealers 

+ 

24-hour shipping 
service 


form high quality stock in a full range of sizes and 
grades. Quality products mean repeat orders. 


YOU WILL PROFIT by Aetna’s wide variety 
of plywood from mills all over the world. No need 
to miss orders for lack of stock—lack of species, 
grade or size. 


YOU WILL PROFIT by Aetna’s quick deliv- 
ery. Save space. Keep your inventories down. Keep 
the sales curve up. Aetna’s 24-hour Shipping Serv- 
ice assures you of ample stock to meet your sales. 


Write for Aetna’s New Price Lists TODAY! 


AETNA PLYWOOD & VENEER CO. 


1732 N. Elston Avenue © Chicage 22, Ill. 


ARmitage 6-7100 


Branch Warehouses: Grand Rapids, Indianapolis, Rockford 


Call AETNA for PLUS VALUE in PLYWOOD 
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of the 19th. But this is only true 
so far as it goes: mahogany is now 
entering a modern age, thanks to 
the increasing discrimination of de- 
signers, architects and homeown- 
ers. 

“The Mahogany Association's 
campaign will simply accelerate, 
we think, the. development of this 
well-marked trend.” 

Mr. Lamb said the campaign will 
be under the supervision of Frank 
Fricker, of Weis-Fricker Mahogany 
Company, Pensacola. Mr. Fricker 
is chairman of the Mahogany Asso- 
ciation’s trade promotion commit- 
tee. 


Woodbridge Resigning 
Shingle Bureau Post 








WwW. W. 


Woodbridge 


W. W. Woodbridge recently an- 
nounced at the 36th annual meet- 
ing of the Red Cedar Shingle Bu- 
reau that he planned to resign as 
secretary-manager at the next an- 
nual meeting. 

In a wire to American Lumber- 
man Woodbridge said this week: 
“I have resigned effective with the 
annual meeting next December. 
With the recommendation appar- 
ently meeting unanimous approval 
I will be succeeded by Virgil G. 
Peterson, the present assistant sec- 
retary and treasurer. I am not re- 
tiring and I hope to be Peterson’s 
assistant when he assumes manage- 
ment.” 

Woodbridge has served as secre- 
tary-manager of the Red Cedar 
Shingle Bureau for many years. 
A frequent speaker at dealer con- 
vention “Woody” has many friends 
throughout the industry. 
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DELTA 
QUALITY 
MIL EE MAKES THE 
DIFFERENCE 


Erie Lumber Dealer Cuts Complete House 
in One Day with DELTA RADIAL SAWS 


‘‘We can cut a complete house per day,’ says 
Don Bebell, vice-president of Ajax Lumber Co., 
Erie, Pa. ““That includes everything—window 
headers, window studs, door studs, door headers, 
knee braces and the rest; plus all the tipping, 


dadoing, ploughing for stairways, shelves, cup- 
board doors and so on. All cut exactly as ordered, 


">? 


absolutely accurate! 

How? This hustling Erie lumber dealer found 
that two Delta radial saws could turn out this kind 
of work 300 per cent faster than a team of men 
with hand-held power saws. 

Result? Here’s what Bebell reports: ‘‘It didn’t 
take long for Erie construction firms and ourselves 
to find each other, with the result that we are 
cutting practicaliy all material for them. It saves 
them time, and a lot of handling, too. 

‘‘That’s how we parlayed one department into 
a sizeable business that saves money for our 
customers and pays us a nice profit.’ 


BuiLpING Propucts MERCHANDISER 


Here’s a success story you can duplicate. Why 
not write your own profitable version of it. The 
world’s most versatile saw—the Delta radial saw 
in 8”, 10”, 12”, 14” and 16” sizes—will do it for 
you. Write for full facts, or see your Delta dealer, 


listed in your Classified Phone Book under ‘“Tools’’. 





DELTA POWER TOOL DIVISION 


ROCKWELL 


MANUFACTURING COMPANY 


678A N. LEXINGTON AVE., PITTSBURGH 8, PA. 

Please send me complete catalog data on Delta radial saws. 
Signed 

Company 


Street 
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Let | 

Wisconsin Knight... 
the door to 

mre dooraagles for you! 


— DISTRIBUTORS! — \} 
ANOTHER In 1953, sell the flush door |///// 
BOOM 4 that sells itself... that stays j//|// 
wit sold! Nationally-known |[// 

Wisconsin Knight has all the 
superior features desired by 
builders and homemakers. 
Investigate this opportunity 
to handle a better flush door 























* TM Reg. 
.S. Pat. Off. 
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oa Manufacturers of fine quality 
DOUGLAS FIR 


Seems VEST COAST UPLAND HEMLOCK 
ROSBORO LUMBER CO. *’onrcon”” 
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and handy 
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ATS. A series of sales-producing ad 
3 ah thin ry os Marlite’s national advertising and 


hoe Serie 


to help you tie in wit 
identity re as a local dealer, bring prospects to your store. 


Marlite’s lucky \ By Shs 
seven profit plan summeneenies 


plete Marlite line. Colors, patterns, installation photos in full 
color. Full color Woodpanel Stuffer — illustrations feature 
new Marlite Woodpanel in numerous room treatments. 


Brand new and loaded with SELL! Marlite’s new 
Lucky Seven Profit Plan. Everything you need to 

do a bang up promotion job and help you cash in on 
the big Marlite spring remodeling market. Put this 
Marlite plan to work. Reach the many Marlite prospects 
in both homes and businesses in your city! 


Macey 
Marin, , 
"Ware, 


Write, wire, phone ... TODAY ...for complete details 
on this sensational, new Marlite Lucky Seven Profit Plan. 
MARSH WALL PRODUCTS, INC., Dept. 141, 

Dover, Ohio. Subsidiary of 

Masonite Corporation. 


AMERICAN 


HOM 


Martlite 
PLASTIC-FINISHED 
WALL AND CEILING PANELS 
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Southern Pine 
Home Design Contest 


Livability at minimum cost— that 
was the aim of architectural stu- 
dents at Louisiana State University 
when they designed low-cost homes 
for a contest sponsored by South- 
ern Pine Association. 

Though the college juniors were 
limited in requirements to 
650-750 square feet, they produced 
designs that “families of any in- 
come bracket would want to live 
in. 


space 


Recognizing the shortage of well- 
designed homes for the family with 
a thin pocketbook, the building in- 
dustry has been concentrating on 
finding techniques of construction 
and designs to achieve cost reduc- 
tions without sacrificing eye-appeal 
and comfort. The L.S.U. contest 
was directed toward these objec- 
tives. 

First-prize winner in the $100 
competition was Floyd H. Carwile, 
Jr., Lake Charles, La., who expects 
to specialize in the designing of 
lower-cost homes after graduation. 
During summer vacations, Mr. Car 
wile works for a Lake Charles 
builder, “learning home construc 
tion from the joists up.” 

The L.S.U. competition may set 
a pattern for similar contests at 
other colleges, according to H. C 
serckes, executive vice-president of 





MAGNESIUM COMPANY OF AMERICA 
a portable magnesium yard ramp to 





Southern Pine Association. He 
pointed out that it can_ benefit 
architects, builders and lumber 
dealers, as well as the students. 

Mr. Berckes indicated that South- 
ern Pine Association will soon 
make new low-cost home plans 
available to dealers, architects and 
builders. 


Gypsum Industry 
Expects Good Year 


The national upsurge in remod- 
eling and expansion of existing 
homes in addition to the continu- 
ing boon in the building industry 
means a favorable year for the 
gypsum industry, according to 
Lloyd H. Yeager, general manager 
of the Gypsum Association. 

Mr. Yeager pointed to many 
signs that his industry will hold 
firm in 1953. For one thing, he 
said, more gypsum building prod- 
ucts, lath, sheathing and _ wall- 
board, are being used in residen- 
tial construction than ever before 
in history, adding that gypsum 
producers are gearing production 
for one-million home starts in 1953. 

The gypsum industry, he added, 
is also bound to benefit materially 
from the zooming do-it-yourself 
market, since gypsum wallboard is 
“an ideal material for the home 
handyman.” 


A IS My 
‘ x > 















































































has 





just announced the addition of 


its line of material handling products 


The yard ramp has been designed to effectively solve the problem of loading 
and unloading freight cars from the ground level where no dock facilities are 
available or 
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existing facilities are congested 





Convention Dates 


JANUARY 


25-27, W. Virginia, Charleston, Daniel 
Boone Hotel. 

26-29, Northeastern, New York City, 
Statler Hotel. 

26-28, National Roofing, Philadelphia, 
3ellevue Stratford Hotel. 

28-30, Southwestern, Kansas City, Mu 
nicipal Auditorium. 


FEBRUARY 


3-5, Michigan, Grand Rapids, Pantlind 
Hotel. 

5, W. Pennsylvania, Pittsburgh, Wm. 
Penn Hotel. 

1-6, Mountain States, Denver, Shirley- 
Savoy Hotel. 

1-6, Middle Atlantie, 
Chalfonte-Haddon Hall. 
10-12, Illinois, Chicago, Sherman Ho- 
tel. 

17, Northern Indiana, Southern Mich- 
igan, Oliver Hotel, South Bend, Ind. 
17-19, Wisconsin, Milwaukee, Audi- 
torium. 

18-20, Virginia, Roanoke, Roanoke Ho 
tel. 
25-27, 
torium, 


Atlantie City, 


Nebraska, Omaha, City Audi 


MARCH 
3-4, N. 
torium. 
3-5, Indiana, Indianapolis, Murat Tem- 
ple, 

5-7, Intermountain, Salt 
Hotel Utah. 
11-12, Mississippi, 
berg Hotel. 

11-13, Iowa, Des 
hibitor’s Building. 
17-19, Carolina, Asheville, N. C., Mu- 
nicipal Auditorium, Battery Park & 
Vanderbilt Hotels. 

18-19, Louisiana, New Orleans, Jung 
Hotel. 

24-26, Tennessee, Galtenburg, no ex 
hibits. 

25-27, Independent, Minneapolis, Rad- 
isson. 

26-28, N. Jersey, Atlantic City, Hotel 
Claridge, no exhibits. 

30-31, April 1, Georgia, Augusta, Bon 
Air Hotel, no exhibits. 


Dakota, Fargo, City Audi- 


Lake City, 


Heidel- 


Jackson, 


Moines, Iowa Ex- 


APRIL 


7-9, S. California, Los Angeles, Stat- 
ler Hotel. 

8-9, Arkansas, 
Marion. 

13-15, N. California, Yosemite Na- 
tional Park, Ahwahee Hotel. 

15-16, S. Dakota, Sioux Falls, Coli- 
seum. 

16-18, Florida, Miami Beach, Sherry 
Frontenac & Monte Carlo Hoiels. 
19-21, Texas, Galveston, Municipal 
Pier. 


Little Rock, Hotel 


MAY 


14-16, Arizona, Grand Canyon Park, 
El Tovar & Bright Angel Lodge. 
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PINE 


PLEASES THE a 
TOUGHEST CUSTOMER 





Got a builder who's hard to satisfy? Show him 
Kinzua Pine products and watch that frown dis- 
appear! Kinzua is acclaimed as Ponderosa Pine 
lumber at its best—it has a soft, uniform tex- 
ture that’s easily worked—it’s clean and attrac- 
tive—it is accurately graded—and every foot 
of Kinzua lumber is sold “Quality Guaranteed”! 
For years Kinzua has applied the latest improve- 
ments of method and equipment to its lumber 
manufacture. This has resulted in superior 
Ponderosa products that please even the most 

Core stock, luggage dimension, furniture 

Sins io habe tod aed Guaniemend <> oun discriminating builder! 


tomers exact specifications, ready for imme 
diate incorporation into customers’ products. 


The Kinzua tree-farm assures you a continuous 
supply of this fine lumber. Specify Kinzua Pine 


on your next order! 


+ 
Q 
= 
wo 
& 


Aw) KINZUA PINE MILLS. CO. | 
eS KINZUA, OREGON 


MEMBER WESTERN PINE ASSOCIATION 


MEMBER NATIONAL WOODWORK MFRS. ASSN. INC. 


Buttpinc Propucts MERCHANDISER 





‘BLINDFOLD TEST’ PROVES 
LOF GLASS EASIEST 10 GUT! 


T. M. Haley of Haley & Durrett says: 
“On Brand “‘D”’ the cutter pulled down 
easier and the cut was clean and quick.” 


Mr. Haley, hardware and building supply dealer, ran 
cuts on four unidentified brands of single-strength 
window glass. He found the brand marked ‘‘D” 
easiest tocut. ‘‘D” was L:O-F. 

It is easier to cut L’O’F window glass into big 
pieces, little pieces; angled and curved pieces. You can 
cut off thin strips close to an edge with a light stroke. 

L:O'F window glass cuts easier because it is an- 
nealed more slowly, more patiently. That makes it less 
brittle. So it’s a safer buy for your customers, too. 


LIBBEY: OWENS-FORD the 


ASHLAND, VIRGINIA 


Try the ‘Blindfold Test’’ 
yourself! 


You'll see why you have fewer bad cuts, less waste 
and more profit, with L:O'F. 

Anybody in the store can cut it...nothing tricky 
about it. 

Call your nearest L:O-F Distributor. These local 
businessmen are listed under ‘“‘Glass”’ in the yellow 
pages of phone books in principal cities throughout 
the country. And send for your free booklet—For 
Greater Profits on Window Glass. 

Write Libbey Owens’Ford Glass Company, 6513 
Nicholas Building, Toledo 3, Ohio. 


easy-to-cut WINDOW GLASS 
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You don’t need a crystal ball to foretell the future 
of paint sales and profits under a BPS Franchise. 
Exclusively yours in your own community, a BPS 
Franchise provides you with a top-quality line plus 
eyaelecacas meses log mal 4ile ne Oem CMa triieh me melditas 
independent paint merchants have done. Look into 
the advantages of an exclusive BPS Franchise. 
You'll find it well worthwhile in terms of bigger 
, Sales and profits. . 


. THE PATTERSON-SARGENT COMPANY 
, —1 8 1325 East 38th Street 
Cleveland 14, Ohie 


I'd be interested in proof of how BPS can increase sales the very first month. 


i Te 


ADDRESS ___ 
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For well over 50 years Northern Woods have been recognized for their high quality. The 
Northern Lumber Mills are better equipped today than ever before to serve you with well- 
manufactured, accurately-graded Northern Woods. Consult the firms on this page for your 


’ Chicago, Ill. 


: Dollar Bay, Mich. *Copeland Lumber Co. . 
Mills — Marquette and Cusino, Michigan 
Sales Office — CHICAGO — 135 S. La Salle St. 
Hardwoods, White Pine and Hemloc 


* P 
tHorner Flooring Co. 
MFMA Northern Michigan Hard Maple and Birch Flooring 
Northern Hardwood Lumber—Custom Kiln Drying 
— . Phelps, Wis. 


Telephone: Houghton, Mich. 852 
* . * 
Marquette. Mich C. M. Christiansen Co. 
q ' . An outstanding Wisconsin lumber manufacturer — Hardwood, 
ite Pine, Hemlock and Cedar Products. 


Schneider Bros. Lumber fo. . . 
Northern Hardwoods and Hemlock, Hardwood Dimensions. 
Rough Hardwood Turnings. Hardwood Pallets—any size. Plan- 
ill and Dry Kilns. 

* * . 
Wm. Bonifas Lumber CO. « yorcMills “tacy.) Sales Neenah, Wis. 

Northern Hardwoods, White Pine, 

Modern Dry Kilns. Expert Millwork. 


requirements in Northern Woods. 


. 


ing 


. . «  « Oconto, Wis. 
Strip. Assembled Block 
Goodman, Wis. 


* 
tHolt Hardwood Co. 
Maple. Birch, Beech, Oak Flooring. 
Herringbone. Parquetry types: all types Heavy Duty Flooring. 
. 
Goodman Lumber Company . . 
Northern Hardwoods, Hemlock, White Pine. Basswood, Hard- 
wood Dimension. Planing mill. Dry Kilns. Rotary cut veneers. 


* , . . 

+tBoehm-Madisen Lumber Co. Milwaukee 3, Wis. 

Mills: Lake Linden, Mich., White Lake. Wis. Mirs. Hardwoods 
and Hardwood Flooring. EK. D. facilities available. L.C.L. ship- 

kiln dried hardwoods from stock at Thiensville. Wis. 

wens . . 

Michigan Pole & Tie Co. . . . . Newberry, Mich. 

Northern Hardwood Lumber, Old Faithful Hemlock. NORTH- 

ERN WHITE PINE. NORWAY PINE and Piling. Excellent 


ments 
Transit Millworking Facilities. 


Cadiliac-Soo Lumber Co. . . . Sault Ste. Marie, Mich. 
Northern Hardwoods, Hard Maple a Specialty. Hemlock, White 

“Roddis Plywood Corporation . Marshfield & Park Falls, Wis 

. « Ironwood, Mich. 


Pine. Modern Dry Kilns. Facilities for Surfacing. Resawing. etc. 
Roddis Lumber & Veneer Co. of Mich. 

Roddis Lbr. & Veneer Co., Ltd. . . Sault Ste. Marie, Ontario, Can. 

Compl. stk. N. Hdwds., Hemlock, W. Pine. Cedar Prod., Maple. 

Birch, Fig. Hdwd. Ven’r'd Doors. Plywd. Mod. Dry Kiln facil. 


“Abbott Fox Lumber Co. . . . ~~ Iron Mountain, Mich. 
Ironwood, Mich. 


Manufacturers and Concentratora of Hardwoods, Hemlock and 
White Pine. Planing Mills. Dry Kilns. 
Spruce. Planin 
“AAA” bron 


. * 
wills: Laona. Wis.) Sales Marshfield. Wis Ahonen Lumber Co... 
Mich. Office , : Northern Hardwoods, Hemlock. White Pine. 
Mill—Modern Dry Kilns. Sales agents for the 
MFMA Hardwood Flooring. 


*+Connor Lor. & Land Co. : fills: taon 
K. D. 6 A. D_ Hardwoods, Hemlock, W. Pine—Cedar Shingles, 
Posts, Poles—Laytite Rock Maple & Birch Fig.—Dimension stock. 
tMember Maple Flooring Mirs. Assn *Member Northern Hemlock & Hardwood Mfrs. Assn. 
5 Hin Min Bn Fon Hi Di Min Hin Bis Min Min. Bin Tan Mon Nim Min Mom Bin Bon Bon Win Mon Sin Bin Mm nn Bin Mom in Soe os Sn Son ise In Dn Bs Ss Bs) 
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These hest-sellers by LOCKWOOD 


build sales and...Customer Satisfaction 


Here’s a complete line of screen-door hardware that not only builds profits but satis- 
fied customers, too. Lockwood quality means years of trouble-free service . . . you get 
plus-profits in extra sales by customer-recommendation. 

Order now. Be ready for Spring-time business. Select the items your customers will 


be looking for with the first blooms of spring. 


CYLINDER LOCK SET Provides real security for 
screen doors. Locked by key in cylinder outside 
or slide-button inside. Easily installed; available 
in polished or dull brass finish. Priced for volume 
selling. No. 8595, for 15,” doors; No. 8596, for 
1!” doors. 


RIM LATCH SET Requires no mortising. Latch 
bolt is operated by knob or lever; slide stop in- 
side locks both knob and lever; latch case is cast 
iron, trim is wrought steel, dull brass finish. For 
use on right or left hand doors. Backset 1%”. 
No. 4115. 





SCREEN DOOR CLOSER— DeLuxe Model No. 3002, 
top quality in screen door closers, has protective 
cushion spring, pearl gray finish. Reversible for 
either right or left hand doors. Packed with com- 
plete instructions for installation. Also available, 
Senior model with heavy, exposed spring. No. 
3001. 


BuILpING Propucts MERCHANDISER 


TUBULAR LATCH SET A smooth-working set 
that’s been a best-seller for years. Latch bolt is 
operated by knob or lever; slide stop inside 
locks both knob and lever. Wrought steel, dull 
brass finish. For use on right or left hand doors. 
Backset 144". No. 5597. 


PUSH-PULL LATCH SET — The new, easily installed 
set for those who want push-pull action. Door 
unlatches when inside lever is pushed or outside 
lever is pulled. Slide button inside locks outside 
lever. Easily installed by boring through door 
stile. Attached by machine screws. Brass lacquer 
finish. No. 4120. 


LOCKWOOD HARDWARE MANUFACTURING COMPANY 
Fitchburg, Massachusetts 
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WedgeWood's Features 
Offer Sales Advantages 


New homes pack the punch of extra sales 
ppeal when builders put in WedgeWood 


WedgeWood’s Low Price 
Offers Cost Advantages 
Compare the low cost of WedgeWood 


WedgeWood’s Low-Cost 
installation and Finishing 
Offers Operating Advantages 





paneled rooms. The rich texture, the dra- 
matic color effects, the natural beauty of 
genuine wood... all put “buy in the eye” 
of prospective home-owners. 


with other materials. Show your builder 
customers how every panel they use can 
cut their costs. It’s a wall in itself... 
nails right to the studs. 


Easy as ABC. A—Just nail up the panels. 
B—Apply first coat with brush or spray. 
C—Apply second coat and wipe. Wedge- 
Wood saves labor... saves time... 
saves money. 


OFFICES OR WAREHOUSES IN: Augusta, Baltimore, Birmingham, 
Boston, Chicago, Cleveland, Columbia, Detroit, Fort Worth, 


GEORGIA — PACIFIC 


Lancaster, Los Angeles, Louisville, Memphis, Nashville, Newark, 
New Castle, New Hyde Park, New Orleans, Olympia, Orlando, 
Philadelphia, Pittsburgh, Providence, Raleigh, Richmond, 
Savannah, Vineland 


PLYWOO0DB COMPANY 


EVERY BUILDING CONTRACTOR 


IN YOUR AREA 15S A 
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GEORGIA-PACIFIC’S 
new, textured plywood offers you 


__ profitable NEW SALES OPPORTUNITIES 


; 


; 





PRIME 





Buitpinc Propucrs MERCHANDISER 


Here's striking new beauty that sells on sight. Wedge- 
Wood paneling offers exciting new styling possibilities 

. a rich sculptured texture that fits with any fabric or 
furnishing . . . makes a strong sales feature of natural 
growth characteristics . . . provides a tight swirling 


grain that lends itself to dramatic new color treatments. 
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Every customer, home-owner or businessman, is a 
prospect for WedgeWood. WedgeWood's low price 
brings the luxury of genuine wood paneling within the 
reach of any one in your community. Right in your own 
backyard, there's a big sales and profit opportunity 
waiting for you and WedgeWood. 
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Wedge Wood comes factory-sealed — no prime coat needed — in 4 x 8 ft. panels, 5/16" thick, 
packed for protection in 10-panel cartons. Call your G-P representative for full details or write 


Georgia-Pacific Plywood Company, 611-B] North Capitol Way, Olympia, Washington 


PROSPECT FOR THIS PROFITABLE NEW PLYWOOD 


NORTH IDAHO ENGELMANN SPRUCE . . . SCIENTIFICALLY KILN-DRIED FROM THE NATION’S FINEST STANDS 
AVAILABLE ONLY FROM PACK RIVER SALES COMPANY . . . NORTH IDAHO ENGELMANN SPRUCE . . . SCIENTIFICALLY 
KILN-DRIED FROM THE NATION’S FINEST STANDS . . . AVAILABLE ONLY FROM PACK RIVER SALES COMPANY 
NORTH IDAHO ENGELMANN SPRUCE . . . SCIENTIFICALLY KILN-DRIED FROMTHE NATION’S FINEST STANDS 
AVAILABLE ONLY FROM PACK RIVER SALES COMAR Sic N SPRUCE . . . SCIENTIFICALLY 





KILN-DRIED FROM CK RIVER SALES COMPANY 
NORTH IDAHO EN NATION’S FINEST STANDS 


AVAILABLE ONLY FR HO SPRUCE . . . SCIENTIFICALLY 
KILN-DRIED FROM T NORTH von SPRUCE RIVER SALES COMPANY 


NORTH IDAHO ENG ENGEL NATION'S FINEST STANDS 
AVAILABLE ONLY FRC not just partially PRUCE . . . SCIENTIFICALLY 
T just spruce ine 
KILN-DRIED FROM TH is NOT | a RIVER SALES COMPANY 
; ior WO 
NORTH IDAHO ENGE dried spruce. It is a super ATION’S FINEST STANDS 
air-arl 
AVAILABLE ONLY FRO i RUCE . . . SCIENTIFICALLY 
KILN-DRIED FROM THE from the forests of North \da IVER SALES COMPANY 
cting ' 
NORTH IDAHO ENGEL s_atifically KILN- DRIED +o exa TION’S FINEST STANDS 
AVAILABLE ONLY FROM Scien ke pride in CE... SCIENTIFICALLY 
ta 
KILN-DRIED FROM THE specifications by men who VER SALES COMPANY 


NORTH IDAHO ENGELM es Don't just ask eee fears? stapes 
AVAILABLE ONLY FROM producing quality 


CE . . . SCIENTIFICALLY 
KILN-DRIED FROM THE I insist On KILN-DRIED 


ER SALES COMPANY 
for spruce - = * 





NORTH IDAHO ENGELM 


ON’S FINEST STANDS 
AVAILABLE ONLY FROM P NORTH IDAHO 


MANN sPRUCE E.. . SCIENTIFICALLY 


R SALES COMPANY 
N’S FINEST STANDS 
. . . SCIENTIFICALLY 

SALES COMPANY 
‘S FINEST STANDS 
AVAILABLE ONLY FROM PACK RI “ye TH IDAHO ENGELMANN SPRUCE . . . SCIENTIFICALLY 
KILN-DRIED FROM THE NATION’S FINEST STANDS . . . AVAILABLE ONLY FROM PACK RIVER SALES COMPANY 
NORTH IDAHO ENGELMANN SPRUCE . . . SCIENTIFICALLY KILN-DRIED FROM THE NATION’S FINEST STANDS 
AVAILABLE ONLY FROM PACK RIVER SALES COMPANY . . . NORTH IDAHO ENGELMANN SPRUCE . . . SCIENTIFICALLY 
KILN-DRIED FROM TH EST STANDS . . . AVAILABLE ONLY FROM PACK RIVER SALES COMPANY 
NORTH IDAHO ENG D . . . SCIENTIFICALLY KILN-DRIED FROM THE NATION’S FINEST STANDS 


AVAILABLE ONLY FRC LES COMPANY .. . NORTH IDAHO ENGELMANN SPRUCE . . . SCIENTIFICALLY 
KILN-DR 


NORTH 


AVAWA ACK RIVER SALES CO. 


KILN-DR SPOKANE, WASH. P. O. BOX 64 ° TELETYPE SP. 105 ° TEL. MAdison 0121 


NORTH Managing Sales For 


AVAILAE PACK RIVER LUMBER CO. NORTHWEST TIMBER CO. THOMPSON FALLS LUMBER CO. 
Sandpoint, Idaho Gibbs, Idaho Thompson Falls, Mont. 


KILN-DRIED FROM THE NA ENGEL 


NORTH IDAHO ENGELMAN 
AVAILABLE ONLY FROM PA 





KILN-DRIED FROM THE NAT 
NORTH IDAHO ENGELMAN 








KILN-DR 


NORTH IDAHO ENGELMANN SPRUCE SCIENTIFICALLY KILN-DRIED FROM THE NATION’S FINEST STANDS 
AVAILABLE ONLY FROM PACK RIVER SALES COMPANY . . . NORTH IDAHO ENGELMANN SPRUCE . . . SCIENTIFICAI’ 


24 January 26, 1953, AMeRIcAN LUMBERMAN & 





One of the most important departments of 
American Lumberman is our Service Department. 
Every man and woman on the staff is a member 
of it. 

The purpose of this department is to render 
practical service to our readers in the publication 
itself, through the mails, over the phone, and by 
personal contact. Over the years our Service De- 
partment has done an increasingly effective job 


of helping you readers with your problems 


Month after month hundreds of letters from 
readers reach us, asking this or that about the 
multiple and infinitely varied problems of the 
building products business. Each letter is pains- 
takingly processed in an effort to be of maximum 
help 


But we will not be satisfied until every reader 
is aware that he can, by a letter, a phone call or 
a visit, put our staff to work on any problem 
that is eluding a satisfactory answer from his own 


resources. 


And so we thought we would try to dramatize 


this service department by giving it a new name. 


At one of our staff meetings discussing plans 
for improving American Lumberman reader serv- 
ice for the coming year, we were discussing how 
to make more and more of our readers conscious 
of this special service. 


A staff member said, “‘We are at the beck and 


BuitpInc Propucts MERCHANDISER 


EDITORIAL 


Problem Is Our Problem 


call of every American Lumberman reader—-why 
not tell them so?” 


And right there we had the new name for our 
special readers service—the Beck-and-Call De- 
partment. We want every reader who has any 
problem on which there is the remotest chance 
that we can be of help to use our Beck-and-Call 
Department. 


You readers should know what is behind this 
service. This is the American Lumberman’s 80th 
year 80 consecutive years of service to the 
retail lumbermen of United States and Canada. 

In those 80 years we have grown with the in- 
dustry. Our exclusive files have a priceless accu- 
mulation of information, data, strategies, tactics 
and procedures—tested and proved successful in 
the field—-which have successfully met almost 
every problem that dealers have faced over the 
years. 


In no other place in the world is there such a 
wealth of accumulated information about your 
business. These files are being kept up to the 
minute by a trained staff with years of operating 
experience in the industry. 

We invite every one of you to use this special 
service. If the answer to your problem is avail- 
able, we'll try to find it for you. 

With your subscription to the American Lum- 
berman you are paying for this service. Why not 


use it? 








How Nailor Gets Business 


1—He spends about 2% for advertis- 
ing and promotion. Big newspaper 
display space, appealing mainly to 
homeowners and do- it - yourself 
trade. Also radio time and special 
promotions like his three-day home 
show. 

2—Home-planning department with 
own draftsman and blue-printing 
equipment on the premises. 

3—Two outside salesmen to promote 
remodeling jobs. 

i—Store features clean, attractive 
displays, wide range of merchan- 
dise from carpets to cabinets. 

5—Dip tank to treat frames and sid- 
ing. 





important. It goes all the way with 

the customer—advice, home plans 

and technical information right 

down to the completed blueprint.” 

= : The service is available to cus- 

TWO-8fORY SOLID GLASS FRONT reveals everything from carpets to kitchen | tomers who are planning to build 
cabinets. Note the decorated Christmas tree on the second floor a new home or remodel their pres- 
ent home. Part of the mezzanine 

floor of the new showroom was de- 

signed specifically for the conveni- 

Complete Customer Service ence of such customers with a 
drafting room and a home-planning 

room located side by side. The com- 

pany has its own _ blueprinting 

Read how Master Merchant Nailor has  cauipment and a full-time drafts: 
stepped up sales 33% since he opened his two-story Blueprints are offered at mini- 
showcase salesroom in Port Angeles, Wash. pees “has geek on 
required. Sketches for custom work 
are offered at actual cost. Drawings 


Showroom modernization coupled tory sales volume entirely by them- for kitchens and bathroom remodel- 


with a very complete home plan- selves, believes Nailor, who has ing are furnished without charge. 
ning service is the core of the suc- tripled his dollar sales volume since Home planning service does add 
cessful merchandising program de- 1944 when he purchased the yard. a 
veloped by Master Merchant E. R. “We are very proud of our new 
Nailor, manager of the Nailor $30,000 showroom,” says Nailor, 
Lumber Co., Port Angeles, Wash. “but we have discovered that our 

Neither would produce satisfac- home planning service is just as 


moderate increase to selling 
costs, but it is an expense that is 
fully justified by results according 
to Nailor. The customer knows he 
is getting real service and in virtu- 
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TWO DIFFERENT TOOL DISPLAYS were set up to ap- 
peal to two different classes of customers—homeowners 
and contractors. In addition, tools may be rented 


BLUEPRINT MACHINE is right on the company premises. 
Just another service offered customers who want to build 
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MASTER MERCHANT E. R. NAILOR. The Nailor Lumber 
Co. calendar is one of his promotional pieces 


=—"« c / 
MASTER 
MERCHANT 


ally every case he buys all or most 
of his materials from the company. 
Nailor’s feel that by sitting in 
with the customer in the planning 
or remodeling stage, the salesman 
can make suggestions in the selec- 
tion of materials and design which 
give the customer greater value and 
satisfaction for his investment. 


New Showroom 
Nailor’s modernization program 
was a logical outgrowth of its post- 


i 
te 


DIP TREATMENT TANK is used to treat about 30,000 








COMPLETE CUSTOMER SERVICE includes a home plan- 
ning department and a full-time draftsman. Allan Munro, 


left, company draftsman, discusses a home-planning prob 
lem wth C. W. Jarvis, store manager 


war expansion in customer service. 
Prior to the construction of the 
new building, paint and hardware 
merchandise were displayed in a 
cramped 1,000 square feet of floor 
space. Some of the merchandise had 
to be stored in the warehouse be- 
hind the sales room. 

Even though a wide variety of 
items were handled, many custom- 
ers did not know that certain types 
of building materials were carried 
by the company. Impulse sales were 
missed in most cases. Further, 
neither the store front nor the 
store interior invited prospective 
customers. 

The new store and offices have 
completely eliminated these handi- 
caps. Erected between the cabinet 


iW 


feet of lumber each month, principally frames and siding floor space and 
cabinet, door and window frame work. 
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shop and the finished lumber shed 
the new two-story salesroom has 
a visual type front that covers 
both the ground floor and the bal- 
cony. Large backless windows and 
a brilliantly lighted interior enable 
the entire ground floor and part of 
the balcony to be easily seen from 
the street. Stone facing frames 
the windows and a large neon sign 
identifies the building. 


The Sales Room 

The ground floor sales room 
measures 50 x 60 feet. Displays are 
of the open, self-service type with 
ample aisle space to encourage 
store traffic. Paints are displayed 
at the front of the store and build- 


WOODWORKING SHOP occupies 5,000 square feet of 


is well equipped to handle any kind of 


27 

















+ 
fd 
D 
m 
z 
6 
Cc — 
é a 
mn 
= —— iC — ~ — SURES A 
e| NAILS HINGES LOCKSETS 
| v 1] 
| z @ — - > | 
6 Sy ‘ 
} (? BUILDER'S HOWE) y $ 
4) l | RENTAL TOOLS at 
1] } wv ral 
] m 
| 5 | 
zz 5 | 
| 2 ELEGTRICAL =|) 
re) ‘ | 
| ¢ \ f | 
mm r 7 
c 8S + } — % ,o} i] 
< < } 4 i | 12] i] 
i me [ | ~—? iS | || 
4 Ft J m || GLUES 4} 
TO MOULDINGS O Ag + 4 | 3 | 13 | | 
> 24 wo 3-4 \ S, 7 c |} 
i «4 amen oi) 
° x || 
| rs es4 PS } a 
8 Clad s TOOLS | >| | 
2 8-4 snow | £ | case * || 
= ae wi. J aaa! 2 3 ci} 
| im 2 || 
PUTTIES J 
a | 
x TO SHOP 
m 
(3) 
F =] 
8 \2| |3 
} uv 
1} y Z 
1] _ 4 
1 Y - / v | 
1} | 3 | 
° | 
< | 


} r 
| oO “oO 
t—— O 0D 
°o c 
D >= 
<r 
| m 


J : [~ 
1 / 
L == ____________ = 


SALES FLOOR LAYOUT measure 


———SS=z_45 


feet wide by 60 feet deep. Wrapping 


counter is near the rear of the display room. Both tool displays are mounted on 


castors for flexibility 





ers’ hardware at the rear. 

Tools have been sold effectively 
from two island display fixtures. 
One is a manufacturer’s fixture 
unit which holds medium-priced 
tools for the home workshop en- 
thusiast. The other, built in Nail- 
or’s cabinet shop, is patterned after 
the first fixture, but holds only 
better quality tools for the profes- 
sional mechanic. Both fixtures are 
mounted on casters. 

The wrapping counter is placed 
near the rear of the store. The bal- 
cony is utilized for rug displays, 
roofings, siding materials, kitchen 
cabinets, appliances and offices. It 
is finished in Baylaun mahogany 
with each of the five offices in a 
different wall finish. The ground 
floor sales room also makes effec- 
tive use of different colors for 
greater customer appeal. Acousti- 
cal tile ceilings are used through- 
out. 

Results? Nailor estimates that 
their new showroom has doubled 
cash sales on the floor and in- 
creased overall sales by approxi- 
mately 33%. 


Advertising Program 
Nailor’s belief in the value of 
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steady and consistent advertising 
has been well verified by results 
achieved from his newspaper and 
radio promotion over the last eight 
years. The company advertises reg- 
ularly three times a week in the 
local newspaper with ads running 
from one-eighth to one-quarter 
page. 

Cooperative advertising with the 
manufacturer supplying mats is 
used frequently. In addition, Nailor 
subscribes to American Lumber- 
man’s “Do-It-Yourself” advertising 
promotion program and regularly 
appeals to the customer who does 
his own work. 

In some cases a direct check on 
the results is possible. Four blow- 
in type insulation jobs were sold 
within a week, after the insertion 
of the ad. 

Equally effective is the firm’s 
radio program, a daily news broad- 
cast at noon. Three advertising 
“breaks” in the 15-minute program 
give sufficient time to make the ad- 
vertising messages worthwhile. The 
firm also uses calendars, novelties, 
and mailings of two magazines pub- 
lished by a manufacturer of build- 
ing materials. The advertising 
budget runs about 2° of sales. 






January 


Employs Outside Salesmen 

Nailor Lumber has found _ it 
profitable to employ two outside 
salesmen for the specific purpose 
of promoting remodeling sales. A 
call on the prospect in his home is 
usually necessary to make sure 
that the planning is done properly. 
Additional materials can often be 
added to the sale as well, by point- 
ing out to the prospect the wider 
possibilities offered by new inter- 
esting building products. 

Besides following up leads de- 
veloped by newspaper and radio 
advertising the salesmen do a cer- 
tain amount of “cold canvassing.” 
One method which has led to a 
good many sales is simply to drive 
around town and look for indica- 
tions of building activity. It fre- 
quently happens that the salesman 
can suggest a better method or im- 
proved materials, thus leading to 
a sale. Roofing and siding sales in 
particular have been stimulated by 
this method. 


Contractor Relations 
In new home building and re- 
modeling, Nailor Lumber has found 
it possible to work amicably with 
(continued on page 78) 



































































INSULATE 


Attic Walls and Floors 


Do It Yourself 
and See! 





SAVE LABOR COSTS! SAVE MONEY! 
SAVE FUEL! 


E==ss | Eee] 


No Money Down—36 Months to Pay 


Nailor Lumber Compan 


wor pthimg for the Rutidee™ 








bee end bin win Pheme 590) 


NEWSPAPER DISPLAY ADS run 
three times a week. Nailor promotes 
do-it-yourself business by using Ameri 
can Lumberman’s kit of promotion 
materials. 
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Wholesalers all over 
the country are 
consistently 
demanding NATIONAL 
PACIFIC bevel and 


bungalow siding. 

THERE’S A REASON! 
NATIONAL PACIFIC’S 
painstaking process 


of pre-air seasoning 
before final 


% 


kiln-drying assures 

the choicest redwood 

siding available. 

We know that with a 

Spring rush of 
Redwood Bevel Siding 

just around the 

corner, you'll want to 

schedule your orders 

now. 


Send for free illustrated 
booklet containing 
National Pacific's 


grade classifications. 


~ 


=) BEVEL AND BUNGALOW SIDING 4 
it FINISHED BOARDS ‘ 
TANK STOCK SHOP GRADES 

FENCING CASKET STOCK 


PANELLING STADIUM SEATS 
MOULDINGS SHEATHING PICKETS 


NATIONAL PACIFIC Timber Products, Inc. 


Mailing Address, 7161 Telegraph Road, Los Angeles 22, California 
Sawmill, Smith River, California ° Dry Kilns and Planing Mill, Montebello, California 


‘ 
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Printed Materials SedPRETE 
Merry Christmas 


ba * Put hb. SWEET 


TEMBER COMPARY 


Tickets, letters and tags were the essen it 
tial printed items required for this spe- 
cial holiday promotion. 

| 


f Lumber “Fruch Ride 
GOOD FOR ONE RIDE 
SWEET LUMBER TRUCK 


SWEET LUMBER CHRISTMAS TREE PARTY 


SUNDAY, DEC. 14 1957 


FFPSOS SR 


— 


TAGS were made up prior to 
the party and lettered with 
the name of each person in 
vited. Tags stay on trees 
throughout the holiday sea 
son 


INVITATIONS were on special 
stationery and individually ad 
dressed and signed. About 750 
were sent out 


TICKETS for rides on the lumber trucks 
that toured the yard were given guests 
it the reception desk 


Christmas-Tree Party Draws 3,000 


Kansas City dealer Like so many dealers many of 


days and because so many take 


distributes free Christ- 
mas trees, refreshments, 
‘andy at annual holiday 
party. 


The R. L. Sweet Lumber Co., 
Kansas City, Mo., has a Christmas 
public relations project that has 
just about everything. 

It began several years ago with 
a simple, friendly idea—-that of giv- 
ing customers a Christmas tree. 
Now it has become a skillfully 
planned special event that this 
Christmas brought more than 3,000 
men, women and children to Sweet's 
new central yard. 


LUMBER TRUCKS were converted with seats for guests 
to tour yard and warehouses. Steps made boarding easy. 
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Sweet’s best customers place orders 
by telephone and rarely visit the 
yard. Operation “Christmas Tree 
Party” brings these friends to 
Sweet’s place of business and the 
warm welcome they receive brings 
dividends throughout the year. 

Previous parties were held on 
Saturday but this year it was 
staged on Sunday afternoon, De- 
cember 14th, because more guests 
were available on this day. Color- 
ful, specially prepared stationery 
and envelopes were used for the 
invitations that were sent out early 
in December to 750 customers and 
friends. 

Improved employe relations are 
also a dividend from Sweet’s Christ- 
mas project. Personnel enjoy par- 
ticipating in the spirit of the Holi- 


part the entire promotion is rela- 
tively easy to handle. 

Confusion was avoided by giving 
each committee member a detailed 
review of plans for the party. The 
three page operating guide listed 
committees and pin-pointed their 
duties. 

The typical customer arriving 
at Sweet’s was greeted by the park- 
ing committee in uniform. Guests 
as they entered the showroom ex- 
changed their invitations for spe- 
cial tags lettered with their name 
at the top. Next the visitors regis- 
tered, the children received candy 
canes and the grown-ups were 
given tickets for a ride on a lum- 
ber truck. 

Guests were served coffee and 

(continued on page 78) 


CHRISTMAS TREES were given 750 customers who at 
tended the party. 


Each guest selected his own tree. 
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with this NEW STANLEY SCREEN HARDWARE DISPLAY 


JP 
rin" ockl SOOHL be hie. 
Get this new and colorful Stanley 
Merchandiser with actual hardware items 
mounted. It is yours free of extra cost witha 
$30.00 (dealer price) order for any Stanley STA N LEY 
Screen Hardware. Get set for spring sales... 


order from your distributor today. 








Reg. U.S. Pat. Off. 
SEND FOR FOLDER AND NEWSPAPER MATS 


THE STANLEY WORKS, NEW BRITAIN, CONNECTICUT © HARDWARE © TOOLS © ELECTRIC TOOLS © STEEL STRAPPING © STEEL 
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Ow 

Se fs Here’s a Brand you can <. be 
. _ tie to, Partner a 

Se 


Ws s the “Weldwood Brand of Hardboard ff fy 
I’m STAN, the old stock hand from well. Use any kind of tools and see 


Weldwood STANdard Hardboard. how neat, clean and sharp every edge 


I =a To meet all vour requirements: both 

My sidekick is TEMP, from Weld- a Standard and Tempered Grades of Weld- 
wood TEMPered Hardboard. Temp wooa Hardboard come in three popular 
is oil-treated, plastic-treated and thicknesses: 1/8”, 3/16", and 1/4”. In 
water resistant. sizes: 4'x6', 4’x8’, 4’x10',4'x12' and 4’x16’. 
Panels up to 4’x12° are wrapped six to a 
package. Weldwood Reztemp Tile Board 





And another thing, look at our nice 
light color.We take paint, even pastel 
shades, without any fuss or trouble. 


And, partner, we rustle up a lot Tell your customers, “If you want 


of stock of this pedigreed Weldwood 
Hardboard. 

We keep builders and mechanics 
happy because we both “work” so 


quality hardboard, look for the Weld- 
wood brand. And place an order with 
your Weldwood supplier.” 


is available only in 1/8” thickness and 
sizes 4'x4’, 4’x8’, 4’x12’. 

Call your Weldwood salesman for Weld- 
wood Hardboard or Tile Board today. 


United States Plywood Corporation is 
the world’s largest plywood organization, 
producing a complete line of decorative 
hardwood plywood, fir plywood, Novoply*, 
Weldtex® and other specialty items —as 
well as the most complete line of wood- 
faced flush doors on the market. 


WELDWOOD’ Hardboad 


Manufactured by Abitibi Power and Paper Company 
Distributed Exclusively By 


UNITED STATES PLYWOOD CORPORATION 
55 West 44th Street, New York 36, N. Y. 
World's Largest Plywood Organization 


*Trade-mark registered 
Patented: other patents pending 





Branches in Principal Cities ¢ Distributing Units in Chief Trading Areas 











YAo/f EVERY MARKET 


HOMES APARTMENTS OFFICES 


Here’s your opportunity to hit every market bard All-wood 7-ply construction. 
° . : “1 ’ : ° Resists warpage, is strong and 

with a real sales leader! It’s that rare combina- rigid 

tion in a flush wood door of solid high quality 


at prices anyone can pay. Attractive 3 equal ply 1/20 


Birch veneers to complement 
any room decoration or archi 


Packed with sales appeal because they look and sectucel avis, 


are well made, FORD doors are designed to sell 
at minimum prices. Volume production in an 
efficient low-overhead plant means a price tag 
to soothe even the most cost-conscious customer! 
le “re i “eifce ality ” Easily installed. Two lock 
Yet there is no sacrifice of quality or beauty Siedin for banniee on elties 
because FORD doors grace even the most ornate side. 

homes and apartments. 


Bonded with highly resistant 
glue. Perfectly sanded, preci 
sion cut 


Exterior or interior models. 


Spearhead your door sales program with FORD. 
You'll find FORD doors a solid, sound approach 
to consistent extra sales in every market, in every 
season! 


DISTRIBUTORS: Write today 
for full information and prices. 


RETAILERS: Send for name 
of your nearest distributor. 


NORTHPORT rwsxwoop voor co. aaah a 
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What are the 7 things 
women look for when they buy a kitchen? 


Women like to.shop around, compare, get 
the most for their money! And that’s 
where American Kitchens dealers get the 
lion’s share of the kitchen business 

for when a woman looks and compares 
she sees for herself the advantages that 
American Kitchens offer over all other 


makes. POINT OUT QUALITY 

Yes—urge your customer to compare fea 
ture by feature. Show her how sound- 
lessly doors close because: of the more 
expensive insulating materials used by 
American Kitchens. Point out the famous 
design, created by oné of America’s top- 
flight designers—a design that gives 
smooth body contour for working com- 
fort, as well as beauty of line. 


° DISPLAY —SELL THE NEW 
ROTO-TRAY DISHWASHER 
Let her see for herself how the American 
Kitchens Roto-Tray Dishwasher makes 
all others second best, how it washes 


; ; dishes three times cleaner than by hand. 
Compare! Only American Kitchens how it means really work-free dishwash 


offer all these features! ing! 


Fr Easy to clean—smooth surfaces Let her look—let her compare—win a 
with no dirt-catching handles. bigger share of profits. Send coupon today! 
Lifetime vinyl! tops, no seams to ; 
catch dirt. 

xr Giant storage space. 

American Kitchens Roto-Tray eoones sense 
Dishwasher ...the most mod- ge as, DEP" Al- 
ern, efficient dishwasher on the j a. inchens: ig CorP 
market today. “ — 
Handy-Pantry, turns like a Lazy- F ers send me inechens 
Susan, uses all corner space. ase n 

‘ One-piece rounded drawers 

N xr clean as easily as wiping outa 

bowl. 
Convenience features by the 
score, for example the step-sav- 
ing Serv-Cart. 


eee” 
a® 


AMERICAN KITCHENS DIVISION {CO CONNERSVILLE, INDIANA 
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EFFICIENT FLOOR PLAN of the new, redesigned Brown Lumber Company, 
Sweetwater, Tex. Key to the encircled numbers in the floor plan: (1) Picture 
Frames; (2) Garden Tools; (3) Coffee and Coke Bar; (4) Home Planning Cen- 
ter; (5) Building Material Samples; (6) Paints; (7) Kitchen Model; (8) Door 
Display; and (9) Bathroom Model. Note: Solid walls denote new construction 








New Store-Warehouse Layout 


The Browns in Sweetwater, Tex. had to move. 
Read how they stepped up the efficiency of an old yard 
with a remodeling program that put them out front. 


3eing forced to move their yard 
to a new location to make room 
for a new highway underpass was 
costly, but probably the best thing 
that has happened to the Brown 
Lumber Company, Sweetwater, 
Tex., since it was founded. In 
moving, they purchased another 
yard, which was expanded and 
completely remodeled. 

Owners Paul and Janet Brown 
almost tripled the floor space of 
the existing yard from’ 6,720 
square feet to the present 17,820 
square feet. This increase al- 
most doubled the display space 
and the warehouse and storage 
area. 

The added display space is in 
rooms at either side of the store 
entrance. In one room 300 differ- 
ent patterns of wallpaper are 
available for showing by sales- 
women Mrs. Brown and Mrs. Sybil 
Harrison. In the other room, 
James M. Kitchen sells kitchens, 
bathrooms, doors, plumbing fix- 
tures and hardware. 

The principal feature of Brown’s 
main display room is the Home 
Planning Center. The center in- 
cludes racks of magazines, plan 
books and wallpaper books. Com- 
fortable lounge chairs and tables 
are available for the convenience 
of customers. 

To aid the customer in choosing 
materials for remodeling, the 
Home Planning Center is situated 
next to a sample display of all 
the building materials that Brown 
Lumber can supply for a custom- 
er’s construction work. 

Since moving into their new 
yard, the Browns have added a 
number of new tools to their tool 
rental department, where they 
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birch block letters 


ern eR sia 
lt, 
Large sign, left, 


motorists 
lighted indirectly with neon fixtures 


is of 


sedentary ioe 4 Ze 
ing 


set 


STUCCO FRONT accented by red 


pillars and entrance, attract pass 


ATTRACTIVE GREEN 


louvered awnings 


wood 


styles of picture frames 


WALLPAPER DISPLAY ROOM also includes glass prod 
ucts and 300 different 


samples ol 


ed 
PAUL E. BROWN, owner, handles customers in the Home 
Planning Center Sample display carries 
wood, hardboard, shingles and tile, both plastic and 
chart is ordered at counter 


hard 
rubher 


Paint in color 


ent floor polishers, waxers, sand- 

‘rs and other tools. 

Yard Foreman R. H. Rogge is 

nighty proud of his efficiently 

out vard with it four ware- 
and long lumber shed. By 
conveyor, his 

single 


A spe- 


d 


; 
es 
eans of a roller 
nen can quickly 
quares and oak flooring. 
hand-truck is equipped with 

cement and othe 


) 


unload 


al 
allets 


goods. 
| 


to carry 
eased across the 
of heavy 


field tim- 


A vacant lot is | 
street for the piling 

; brick and oil 
bers, necessary building materials 


umbe 
accessories domi 


n this oil-producing state. 
sales-office 


yard 
sets, chains and paint 


The entire 
building, lumber sheds and ware 
is all under one contin- 
Where roofs act as 
ee eee TWO LARGE ISLANDS filled with lock sets, ch don 
nate the main display room. The islands are of white oak and shelves of white 
birch, both natural. The interior green and yellow 
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} . 
color scheme is 


nouses 
ious roof. 
connecting as 
truck shelters. 
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ways to NE W far plywood profits 


reasons why it pays to push plywood 


EASY TO SELL—your sales story is built 
right into the product. Plywood saves time 
and labor. It's light, strong, easy to work. 
Splitproof, puncture-proof. Dry 
or swell out of shape. 


won't shrink 


HUNDREDS OF USES—sell fir plywood 
for homes, farms, boats, signs, fixtures, hobby 
projects 


FAST TURNOVER, REPEAT PROFITS 


NATIONALLY ADVERTISED — continu- 
ing fir plywood promotion aimed at home 
owners, builders, architects, farmers and busi- 


nessmen pre-sells your customers. 


5. 


6. 


BIGGER PROFITS—compare your profits 
on fir plywood with lumber or compositio» 
panels. 


EASY TO STOCK, EASY TO HANDLE 


TESTED QUALITY —registered trademarks 
identify quality-tested fir plywood, protect 
both you and your customers. 


GRADE FOR EVERY USE registered 
industry trademarks on panels also help you 
make sure your customers get the right grade 
for the job. PlyPanel® grade is 
most useful for built-ins. It's iden- 
tified by trademark at right. 


® Douglas Fi: Plywood Assoc. (DFP A) 
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6 NEW ideas for fir plywood 


built-ins will be featured 
in full-page ads aimed at 
over 15 million customers. 


HERE’s a new promotion that means business 
for you! “Best Sellers” like the full page ad at 
left will tell your customers how to get more 
room and livability with fir plywood built-ins. 
Campaign kicks off in Feb. 21 Saturday Evening 
Post, carries on through in Better Homes and 
Gardens, Living, Farm Journal and 9 leading 
builder magazines. 


Ads tell over 15 million readers to “‘see your 
lumber dealer for plans and plywood’’ for 
these eight new built-ins. And make no mis 
take—they’ll be around to help you play a 
merry tune on your cash register! 

So be sure to tie-in for bigger profits. Order 
a full stock of fir plywood today and be ready 
to cash in on this powerful selling theme. 


... with a powerful national promotion to 
help get your customers off to a buying start! 
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S WAY plywood profit pack 


adds punch to your selling 


TIE-IN your own promotion with this new 
Plywood Dealer’s 8-Way Profit Pack. It’s a 
complete merchandising package to help you 
sell fir plywood for built-ins. Get Profit Pack 
from your regular plywood supplier or send 
$1.00 to Douglas Fir Plywood Association, 
Tacoma, Washington. Here’s what you get: 


1. PLANS for your customers. (You can sell them for 10c 
each for extra profits.) Kit includes a supply of easy-to 
follow plan folders for each of the eight built-ins featured 
in national advertising. 

. COUNTER STAND to hold plans. Can be used on table 
or counter, hung on post or wall. Takes little counter space 
Bright, attractive, sturdy. 

. WINDOW BANNER printed in two brilliant colors; 


measures 10"x36”. Tells customers you have pluns 
. WALL POSTER — giant 2-color blow-up of magazine ad. 


. AD MATS—four ad mats in various sizes you can use to 
tie-in your newspaper advertising. 


. RADIO COMMERCIALS — eight radio commercials 


ready to turn over to your local station, 


. STAMPS— miniatures of window banner. Use them on 
letters, sales literature to tell customers you have plans 


. STATEMENT INSERT SHEETS —for handout or mail 


ing to your customers. Sheets show sketches of built-ins 
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20 opening press——one of the world’s lorgest 


WHY BUY BRAUND 


BIRCH PLYWOOD? 

1. WE SPECIALIZE in birch 
Plywood 

2. MADE IN CANADA where best 
birch grows 

3. LOG WASTE ELIMINATED at 


source, no pyramiding of freight 
costs 


LABOR COST SAVINGS passed 
on to customer 

PLYWOOD made in MODERN, 
UP-TO-DATE MILLS 

VERY BEST GLUE USED 
STOCK PANELS ALL HOT 
PRESSED 

OVER 200 satisfied customers 


L.C.L. or CAR 
SHIPMENTS 


also available from our new 


DETROIT WAREHOUSE 


including 


DOOR PANELS 


birch and gum % and *j. 


STOCK PANELS 


birch and gum, all sizes 


SHEATHING 


fir and gum, all sizes 
Specify your Requirements 


W.R.BRAUND 
Company 


Room 214 Wabeek Building 
280 West Maple Avenue 
Birmingham, Michigan 
Telephone — Midwest 4-3450-51-52-53 
Birmingham TWX 500 
Detroit Warehovse— 
Tel. TY 4-4095 
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Yard Walls Are One Big Bi 

Taking a hint from the drawing 
power of billboard advertising, the 
Badger Lumber Company, Fair- 


mont, Mo. has decorated the sides 
of its lumber yard with the names 


Goldy Locks 


That style-conscious women have 
a natural flair for creating window 
displays is demonstrated by this 
attractive lock display in a Monte- 
sano, Wash., store. Mrs. Beverly 
Carter combined black paper cut- 
outs against a yellow background 
with real locks and door handles 
mounted on panels. Effect makes 
homeowners lock-conscious. 


la» “ary 
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oard 


of the building materials that the 
firm sells. These things have been 
printed in black, underlined in red 
against a white background. The 
company’s name is outlined in red 


Store owner Robert Slettedahl 
says he averages $100 to $150 per 
house on lock sales alone. He car- 
ries three different lines, one of 
which has six different finishes. 
With most homes requiring from 
six to 18 locks, both inside and out, 
Slettedahl believes in having a wide 
assortment on hand—and he lets 
people know about it too. 
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and profit, 


4 RI IN . He Every DOOR NEEDS THREE 
ERIE «© PENNSYLVANIA 
REPRESENTATIVES 

WILBUR H. DAVIS CHARLES L. LEWIS R. F. BEVERS H. C. GLOVER 

1639 W. Fargo Avenue 1355 Market Street 4524 East 60th Street 2611 Garrison Bivd 
Chicago 26, IIlinois San Francisco 3, Calif Seattle, Washington Baltimore 16, Maryland 

GEORGE A. GREGG WALTER S. JOHNSON & SONS L. G. FULLER, @ ROY L. ROGERS 

17134-6 Wyoming Avenue 917 St. Charles Avenue 644 Wellington Road 1620 Garfield Street 

Detroit 21, Michigan Atlanta, Georgia Jackson 6, Mississippi Denver 6, Celorado 
THE B. S. ALDER COMPANY AUSTIN & EDDY INC. E. H. FARRAR HARVEY D. RUSH & SONS W. C. MEIBAUM & CO. 


45 Warren Street 115 Broad Street 6637 Golf Drive 4638 Nichols Parkwoy 6954 Oleatha Avenue 
New York 7, N.Y Boston, Massachusetts Dallas 5, Texas Kansos City, Missouri St. Louis 9, Missouri 
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Fire, the constant threat to every 
building materials dealer, can be 
fought before it starts by good fire 
prevention. But once it has started, 
it is well for the dealer to have fire 
equipment to fight it with. Being 
located near or within easy reach 
of a fire department isn’t enough. 
Every dealer should have a few 
pieces of fire apparatus and hose 
on his premises. 

Having fire equipment on the 
premises is very important for 
dealers located outside or on the 
outskirts of a city. The McClure 
Lumber Company, Charlotte, N. C., 
realized this when it installed the 
makings of a small fire department 
in its yard which is located outside 
a city. And the company is located 
just three blocks from a volunteer 
fire department. 

The most important fire fighting 
substance is water and that is one 
thing McClure has plenty of in a 
76,000 gallon tank in its yard. This 
tank is connected to a four-valve 


/ inuary 


Sets Up Own 
Fire Protection 
System 


South Carolina yard 
has complete equipment 
to meet fire hazards. 


FORTY-SIX FOOT high water tank 
with a six-inch main line running 
to the hydrant house in the fore 
ground, stands ready to deliver 
water to extinguish any fire 


INSIDE THE HYDRANT HOUSE, 
J. A. Sigmon, left, and W. A. Me 
Clure, yard foremen, inspect two 
hose-reel buggies, a _ fire extin 
guisher buggy and the hydrant 


hydrant located in a small brick 
house in which there are also two 
hose-reel buggies containing a 
total of 750 lineal feet of three- 
inch hose. This hose is kept con- 
nected to the hydrant to be ready 
at al! times. Also in the hydrant 
house is a 40-gallon fire extin- 
guisher buggy. 

In another part of the yard is 
another fire equipment house con- 
taining an additional hose - reel 
buggy and a 40-gallon fire extin- 
guisher buggy. A similar buggy is 
located in the brick warehouse. 
Besides this heavy equipment, there 
are two one-half-gallon extinguish- 
ers in every building on the 
premises. 


FIRE EQUIPMENT shelter is 
plainly marked. Equipment can be 
loaded from the ramp on which 
Messrs. Sigmon and McClure are 
standing. 
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“COLOR DYNAMICS is the 


best sales aid in paint 


—writes veteran Pittsburgh Paint dealer 


in Virginia Beach, Va. 
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LB gence who sell Pittsburgh Paints are enjoying 
greater sales than ever before. 

@ There’s good reason for this increase in volume 
and profits—the 47g swing to Pittsburgh Paints among 
home-owners who are being convinced that they 
paint right with COLOR DYNAMICS and paint best 
with Pittsburgh Paints! 


@ No other paint manufacturer can match the bene- 
fits in performance and service which Pittsburgh's 
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R. B. TAYLOR, Vice-President, 


Fuel, Feed & Building 
Supplies Corp, 


scientific painting system and live-paint protection 
give to home-owners and dealers alike. 

@ Now is the time to cash in on the advertising and 
merchandising which is causing the demand for 
Pittsburgh Paints to rise to new records everywhere. 
Write, wire or phone today. We'll gladly have a 
representative call to discuss the possibility of you 
selling Pittsburgh Paints in your community. Pitts- 
burgh Plate Glass Company, Paint Division, PO- 
551, Pittsburgh 22, Pa. 


PITTSBURGH PAINTS 


PAINTS * GLASS * 


28 3 Rae se 


CHEMICALS e 
PLATE 


BRUSHES e 
GLAS $& 


PLASTICS 
COMPAN Y 
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Compare Your Opening Statement 


By ART HOOD 
Editor, American Lumberman 

With profit margins becoming 
smaller dealers are scanning their 
financial records of the previous 
year with heightened interest. 

Hidden strength and weakness is 
often revealed in a rigidly analyzed 
financial and operating statement. 
Previous sales figures for the firm, 
and industry records, provide valu- 
able information which _ indicate 
clearly if the year’s performance 
followed a_ satisfactory pattern. 

Carefully checked financial re- 
ports frequently show sharply de- 
fined guideposts which indicate 
trends that can benefit or adversely 
affect profits in the coming year. 
Informed management can _ then 
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American Lumberman announces new serv- 
ice for readers desiring direct business performance 
comparison with other dealers. Completed trial bal- 
ances and operating statements sent in will be ana- 
lyzed and a report made of a dealer’s strengths and 


weaknesses. 


plan intelligently and intensive ac- 
tivity in departments that require 
attention 


New A.L. service. Is there a 
dealer who wouldn't like to com- 
pare his year-end figures with 
other retailers operating under 
similar general conditions? Is there 
anyone who wouldn't like to know 
exactly how closely he approaches 
the best performers and the poor- 
est? 


We have a lot to learn from 
each other in this business. And 
today such comparisons may be 
easier than you realize. Rather 
complete figures covering all types 
of operating conditions are now 
available for 1951 and even more 


complete figures for 1952 will soon 
be ready. 


American Lumberman now has 
on file the operating results of 
hundreds of dealers operating in 
cities both large and small. These 
reports follow the forms shown on 
the right of this page. If you will 
send us your own year-end trial 
balance summary and operating 
statement we will be very glad to 
tell you exactly how you compare 
vith the dealers in our files. We'll 
also analyze both the strength and 
weaknesses shown by your finan- 
cial statements. 


After we have written you all 
identifying marks will be removed 


(Continued on page 78) 
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Complete These Forms for Free Advisory Service 


TRIAL BALANCE SUMMARY 
ASSETS 


Cash on hand in banks and negotiable securities 
Inventory 
Accounts and Notes Receivable 
Miscellaneous Current Assets 
Total Current Assets 
Plant, facilities and equipment (after reserves for 
Other real estate 
Miscellaneous fixed assets 
Total Fixed Assets 
Total Assets 


- depreciation) 


LIABILITIES 


Accounts payable 

Other short-term obligations 

Miscellaneous current liabilities 
Total Current Liabilities 

Funded debt and miscellaneous liabilities 

Net worth—capital surplus, undivided profit, ete. 
Total Liabilities 


OPERATING STATEMENT SUMMARY 


Net Sales 1952 
Cost of Sales . 
Gross Margin 


OVERHEAD EXPENSE 


tent, heat, light, power, etc. 
Telephone and telegraph 
Executives and owner’s salaries 
Dues, subscriptions and donations 
Insurance and licenses 
Legal, clerical and bookkeeping 
Miscellaneous overhead items 
Total Fixed Expenses 


YARD AND DELIVERY EXPENSE 


Yard Labor (Mill labor charged to cost of goods) 
Truck driver’s wages 
Gasoline, oil and truck repairs 
Miscellaneous yard & delivery expenses 
Total Yard and Delivery Expenses 


SELLING EXPENSE 


Compensation for salesmen 
Advertising 
Miscellaneous Selling Expenses 
Total Selling Expense 
Total Expense 
Net profit 
Other Income 
Other Deductions 


Net profit before taxes, 1952 
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AMONG THE DEALERS 


OFFICERS AND DIRECTORS the 


Oklahoma Plans 
1953 Program 


Additional training courses for 
employes is the core of the 1953 
program of the Oklahoma Lumber- 
men’s Association. Meeting at Okla- 
homa City in December the Direc- 
tors and officers approved an 
expanded educational program be- 
cause in the words of Dale Carter, 
president, “better trained personnel 
to answer the public’s building and 
repair problems is one of the best 
contributions we can make to our 
industry.” 

During 1953 OLA will sponsor 
a four-year lumbermen’s course, a 
30-day school, an eight-weeks to 
one-year course for counter and 
yard men, a top-management 
course and a three-day short 
course in farm and ranch buildings. 
All the courses will be held at 
various universities of the state. 

Re-activate Hoo-Hoo. Early in 
December active Hoo-Hoo members 
held a meeting at Oklahoma City 
attended by 98 prospective kittens 
and reinstatements. Initiation and 
formal admission of past members 
is to take place at the next meet- 
ing this month which will be at- 
tended by Ben Springer, national 
secretary. 

Kyle Duncan, Dierks Lumber and 
Coal Co., was elected to serve as 
president and a steering commit- 
tee will act as a board of directors 
during the re-organization period 
of the club. The steering committee 
includes Ed Linn, Floyd Shaw, W. 
C. Warren, Carl Hadlock, Herbert 
Cc. Adams, Al Mason and Bill Mor- 
gan. 
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Oklahoma Association for 1953 


CLIFF SCHORLING was _ presented 
with a television receiver at a Hoo 
Hoo Christmas Party held at the 
President Hotel, Kansas City, Mo 
Hoo-Hoo clubs at Corpus Christi, Dal 
las, Gurdon, Houston, Kansas City, 
Pan Handle, St. Louis and San An 
gelo, all participated in the award. 
Schorling was honored for his many 
contributions for the good of the or 
der. Presenting the receiver to Anna 
and Cliff Schorling was John F 
Miller, Jr., left 


Tennessee Elects 


Officers for 1953 


W. S. Sexton, or “Red” as he is 
familiarly known, was elected presi- 
dent of the Tennessee Building 
Material Association for 1953 at 
the annual meeting of the board of 
directors. Sexton is president and 
general manager of the City Lum- 
ber Co., Knoxville. He is also vice 
president of the Clinton Lumber 
and Manufacturing Co., Clinton, 
Tenn. 

Abner Taylor, Jackson, Van 
Shapard, Columbia, and Ted Davis, 
Chattanooga, were all elected vice 
presidents of the association. 
Charles E. Brandon, Springfield, 
was named for a five-year term as 
group insurance trustee. 


lanuary 20, 





Have You Heard? 


The emphasis will be on paint dis- 
play when Bystry Bros. Lumber Ce., 
Kewanee, Ill., opens their new addi- 
tion to their present showroom. The 
new 50 by 100 foot warehouse at 
Pauley Lumber Co., Hastings, Neb., 
has been palletized. A three-ton lift 
truck handles the materials. “In these 
times with a scarcity of help, and 
much of it inefficient, we find we have 
materially reduced our handling 
costs,” says W. G. Pauley. After 50 
years of prosperous business, Harry 
4. Bellchamber, vice president of 
Wenthe Bros. Co., Effingham, IIl., has 
retired from active business. He has 
retained his part-ownership of the 
Wenthe Paint Store with Robert C. 
Wenthe. William A. (Bill) Cullen, 
president of Carr-Cullen Co., Minne- 
apolis, Minn., retired from active man- 
agement of the company. He will con 
tinue as chairman of the board of di- 
rectors but his two sons actively man- 
age the company now. William W. 
Cullen is president and general man 
ager and James S. Cullen is secretary- 
treasurer and assistant manager. 


The annual Corn Bread & Bean 
Festival held in Oakland, Il., was ded- 
icated last year to Robert W. Lyons, 
owner of R. W. Lyons Co., Oakland 
lumber firm, and State Senator from 
the 34th District, for his outstanding 
contributions to the progress and wel 
fare of the community. Recently a 
Master Plumbers license was given to 
Albert Imle, manager-owner of H. M. 
Dorsey Lumber Co., Hillsboro, Il., 
that he applied for to help him with 
his appliance business. Legal prob- 
lems are no trouble to him either, 
since he is also a accredited lawyer. 
Carl R. Anderson has been appointed 
manager of Brittingham & Hixon 
Lumber Co., West Bend, Wis. Everitt 
Miller takes over as assistant man- 
ager, a post Anderson held for the 
past four-and-a-half years. The 
Hayes-Lucas Lumber Co. has trans- 
ferred Lee Herron from the manager- 
ship of the Blooming Prairie, Minn., 
yard to their Flandreau, S. D., yard. 
Mr. Herron will be succeeded by How- 
ard Lysne, Hayes-Lucas manager at 
Racine and a native of Blooming 
Prairie. Lawrence Aspen, has returned 
as manager of the Loonan Lumber Co., 
Cotton, Neb., which he managed be- 
fore the World War II. 


The Stanwood Lumber Co., Stan- 
wood, Iowa, recently held the grand 
opening of their new warehouse and 
remodeled office building. According 
to Adair O. Spear, manager, the guests 
were favorably impressed with the 
modernization. Ellis-McDowell Lum- 
ber Co., 88-year-old firm in Vinton, 
Ia., has partially recovered from a fire 
which destroyed all its buildings a 
year ago. They recently held open 
house on the first anniversary of the 
ire to show off their new 118 x 124 
foot brick building. The new officers 
of the Harry L. Folsom Hoo-Hoo Club 
of Boston are: Kenneth L. Boyd, presi- 
dent; Edward C. Doherty, first vice 
president; Leo Moran, second vice 
president; Kenneth Joy, secretary. 


1953, AMERICAN LUMBERMAN @&% 





ADJUSTABLE TOOL RACK is excellent example of good 
Back consists of vertical strips with dowel pegs 
Flexible arrangement 


planning 
mounted in holes 
changing of tools 


wry f 
waeenco 


PLENTY OF PARKING SPACE helps 


permits frequent 


q 


draw a heavy volume of traffic even 


though the store is located a mile from town 


It’s Those Extras That Count 


Take a tip from this Washington dealer—offer 


vour Customers more service. 


Want to keep the cash box 
bulging? 

Then offer your customers 
extra service. But don’t give 
service where it isn’t needed or 
appreciated. Don’t expect the 
quantity buyer (the big contrac- 
tor who shops for mil! prices) 
to fall for your line of extras, 
because in most cases he doesn’t 
need them. It’s the little fellow 
vou want to hit—the homeowner 

and small contractor. 
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This, in effect, is the policy 
of a Puyallup, Wash. dealer— 
Cecil Lepley. Here’s what he has 
to offer: 

A complete planning service 

with free blueprints. 

A material pricing service. 


Lepley lets others take over 
the store while he sits at a 
drafting board, preparing draw- 
ings. Maybe he spends two 
whole days on a house. Still, he 


SELF-SERVICE DISPLAYS, featuring plumbing supplies 
and home maintenance materials, are set at an angle with 
plenty of space between islands 


thinks his time is worth it, be- 
cause in the end he usually man- 
ages to sell $3,000 worth of 
materials. In fact, at that rate 
it would be worth it, even if he 
had to hire a draftsman. Of 
course, Lepley limits this serv- 
ice to customers who are rea- 
sonably advanced in their plan- 
ning, who know what they 
want. So far he hasn’t wasted 
any drafting time; he’s sold a 
package of building materials 
with every set of plans. 

To the small contractor who 
builds one house at a time Lep- 
ley offers a materials pricing 
service. His brother, Jim, looks 
after this end of the business, 
preparing an itemized price list 
for every house that leaves the 
drafting board. 

But Lepley doesn’t stop there. 
He also operates a_ plumbing 
service. A great many prospec- 
tive homeowners would like to 
save money by doing their own 
rough plumbing. Lepley offers 
them the use of drawings show- 
ing the proper installation (ac- 
cording to city or county codes). 
He likewise offers plumbing 
tools for rental, or, in some 
instances, without charge. 

After 10 years of doing busi- 
ness in a small town of 10,000, 
Lepley finds his sales running 
about three times as high as 
when he first started. Part of 
this, he says, can be credited to 
an attractive sales room (built 
five years ago) and the gradual 
addition of new merchandise. 
But it’s mainly the result, he 
still maintains, of giving his 
customers more service for the 
money. 
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TYPICAL SECTION of laminated 
panels under construction in 
Minn. At right is owner-manager 
man P. W. Hassler 


Two-man, fabrica- 
tor-salesman team show 
how to branch out from 
lumber retailing into 
pre-fab business. 


Farm Pre-Fabs 
Make Hit 


When Henry Hess first drew 
plans for a milkhouse using hard- 
hoard and laminated wood rafters, 
he little dreamed that he would 
see scores of such structures on 
farms in southern Minnesota, west- 
ern Wisconsin, and northern Iowa. 

Yet such is the case. Hess is now 
definitely in the prefabricated farm 
building business, and from the size 
of his operations it looks as though 
he’s in it to stay. He has a small 
shop at Pine Island, Minn., center 
of the cheese industry in the North 
Star state, where he's turning out 
a variety of prefab farm 
tures. Milk houses 


struc- 


sheep barns 
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rafter 
Hess's plant in Pine Island, 
Henry 


HOME OF THE HESS enterprises at 
is main 


Lumber Co. 


Henry Hess has 


and hardboard 
example of the 
with 


Hess fore 


GLUE JIG for 
clamps 
strips 


laminating 
wood strips in 
into place, 


While glue 
gluing 


place 
ready for 


and double-decker, dairy-poultry 
barns are his main concern, but he 
also has an order for at least one 
church to his credit. 
Still a little amazed at 


the fast 


Januar\ 


several of 
which he uses as an assembly plant 


PLAINVIEW, MINN. 
kind of structure 


rafters is shown 
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Pine Island. Hess 
the rear of his lot 
his arched, pre-fabs, one of 


concern, but at 


farm has this sheep barn—typical 


Hess is pre-fabricating 


above. Bolt-and-block construction 
is drving. Workmen are shown fitting 


growth of his venture, Hess has- 
tens to give a major portion of the 
credit to his one and only sales- 
man, Paul Hemp. Hemp works out 
of nearby Rochester, covering a 
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New Spee-Dee 





SAWHORSE cizith the Ex 
clusive FLANGED 
BRACKETS NAIL HOLES 
Pat. Pend tor Quick, 
Easy Dis- 










~~ ry assembling 

} . @ Low-Priced, Top 
' Quality e Takes 
Dressed 
or Com- 
mon 2 x 


Instruc- 
tions to 
i } Follow 
[ \ A—Flanged nail 
} hole. B—Remov 


. i hod ing 
Won't Fall Apart When hammer slips 
Lifted by the Rail! easily under nail 


nail Claw 





head 
Easy to use. Employs nails to secure the assem¥-ly 
Made of heavy gauge teel fabricated for strength 
rust resisting finish. Use for ping-pong, train and 


pienic tables, display stands, carpenter's horses, etc 
storing 


Disassemble on the job for transporting 


For Heavy-Duty Service ~ 


DALTON 

Fully Mechanical 
SAWHORSE 
BRACKETS 


NO NAILS, BOLTS OR 
MITERING OF LEGS! 


Sizes for ix4'sand 2x4's 





Put lumber in jaws 

and leg sockets 

tighten wingnut! 

Sturdy steel con 

struction. Uses: Plat- él 
forms, Scaffolding, | A Twist of the Wingnut | 


Locks Legs and Rail 


Disassemble on the Rigidly in Place! 


Work Benches, ete | 
job 


it not stocked by your “jobber, _ 
nave him order for you 


DALTON MF6. Co. *%,° ce" An 
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CASH IN 


RED CEDAR CLOSET LINING 


SEAL- 
PACKAGED 
FAST-MOVING 


BROWN'S 


SUPERLEUAL 


Guaranteed 90% Red Heart-100% Oil Content 
Our national advertising annually produces thous 
ands of customer inquiries which are turned over 
to our dealers for follow-up. Here is an active 
market for cedar closet lining. Brown's SUPER 
CEDAR is a fast-moving, 
profitable item and is 
produced by the largest 
and oldest experts in 
the business. Sold oniy 
through leading jobbers 
and millwork distribu 
tors 





Write for Builders Folder and Consumer Booklet 


PRODUCT OF 


GEO. C. BROWN & CO., Inc. 


GREENSBORO, N.C. 


Established 1896 


LARGEST MANUFACTURERS OF 
AROMATIC RED CEDAR IN THE WORLD 
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large number of farmers 
and surrounding areas. 

As with most businesses that 
have to buck a certain amount of 
tradition and convention, the Hess- 
Hemp team had the initial problem 
of selling the farmer on their idea. 
They had to persuade him that a 
pre-fab hardboard structure could 
stand up under the rigors of the 
Minnesota winter. Showing him 
test samples of hardboard im- 
mersed in water for long periods 
of time—-that wasn’t enough. They 
had to have something more con- 
vincing than that. 

They got their chance in the fall 
of '49, when a typical howling Min- 
nesota gale swept over the coun- 
tryside, toppling a number of con- 
ventional barns in the area-——but 
leaving Hess’s intact. That was the 
clincher. From ther on the selling 
job was considerably easier. 

First, sheep barns, then hen 
houses and hog houses, and finally 
the double-deckers (hogs or cattle 
on the first floor, chickens on the 
top) began to make their appear- 
ance. A Rochester firm bought a 
pre-fab to house its special broiling 
chickens—and set it up right next 
to the Hemp farm. Then Hemp’s 
old barn burned, and he erected 
one of the new pre-fabs to replace 
it. This was enough to give the 
team a good start. 


in this 


One of the first things they point 
out to skeptical farmers is ease 
of erection. Once the foundations 
are in place, Hess’s men lose no 
time in setting up a structure. In 
fact they raise it in a fraction of 
the time required of conventional 


box-type building, where sawing 
and nailing goes on for months 
sometimes. 


Another point in the pre-fab’s 
favor is its insulating possibilities. 
Nailing or stapling blankets or 
batts to the wood ribs is no prob- 
lem; the farmer can do it himself. 

Though Hess has only one real 
sales outlet (Hemp), he still feels 
that his main job is to stick close 
at home to that orders are 
filled. He has 12 to 15 men work- 
ing daily, laminating rafters and 
doing pre-assembly jobs 


see 


Long known by lumber dealers 
in the northwest, and pust presi- 


dent of the Independent Ketail 
Lumber Dealers Association, as 


well as a director of the national 
organization, Henry Hess again 
proves that there is room in this 
country for the small businessman. 
All it takes is a little imagination. 





“For troblems 
like this 








| -.. Says a typical 
glass block dealer 


“When our customers ask us what to 
do about 


sash 
that need replacing or windows that con 
tinually seem to be broken, we 
recommend 


Block®. 


old-fashioned basement 


always 


a panel of Insulux Glass 


block 
makes a sound, weathertight, insulating 
panel that’s hard to. break 
We know it can't rust nor rot and never 
} needs painting. And, glass block lets in 
all the light yet blocks out sight 


It's easy to see why. Glass 


extremely 


Figure it out for yourself: Compare the 
cost of sash, screen, plus storm window 
for cold climate and maintenance against 
that of a liteume panel of maintenance 
tree Insulux Glass Block 


Supplies of glass block and all of the 


ICCESSOTIES non-critical and 


needed are 
immediately available in quantity. Instal 
lauon is 


simple and quick requires 


only ordinary mason’'s tools 


Want more information about Insulu» 
(slass Block? Insulux Glass 
Block Division, Kimble Glass Company 
Dept. AL |, Box 1035, Toledo 1. Ohio 


Just write: 


| KIMBLE GLASS 
COMPANY 


Subsidiary of Owens-Illinois Glass Company 
Toledo 1, Ohio 





Our Visit to the 


This is the report a class of third 
graders wrote after visiting an Indi- 
ana dealer’s yard and mill. Results: 
goodwill and better-informed pupils. 


The whole 
American way, 
tions, 


argument 
good public rela- 
teacher-industry cooperation 
and understanding and even better 
employer -employe relations have 
been put into a few words in a 
report of the reactions of a class 


SSA8 me 94 


—— 


for the 


a 


WELDING 


Carelessness in welding 
causes many serious lum- 
ber fires. 


Watch for smoldering slag 
. keep a guard 


VW! Ze, 


Lumber Yard 


of third graders after their visit 
to the Burnet-Binford Lumber Co., 
Inc., Indianapolis, Ind. The report 
is titled “Our Visit to the Lumber 
Company.” 

A few excerpts from this report 
will show you just how much these 
young citizens learned on their trip 
to this lumber firm. Their cordial 
reception at this yard planted in 
their minds that this was a mighty 


Your insurance 
dollar is the dollar 
that protects you 


... spend it wisely! 


| rt 
WUE - 14} 
The dollar that buys sieitiiiaa 
insurance protection — insurance 
created exclusively for lumber- 
men and the lumber industry — 


goes farther... protects you 
better. The Lumbermen’s Under- 
writing Alliance was founded 47 
years ago for your protection. 
Only lumbermen enjoy the pro- 
tection of the Lumbermen’s 
Underwriting Alliance. 








watch one hour 
after welding. 





Write us for complete iuflesenation. 


S J ) yi /, Vf. 
unbemets (\ Lideurubing7 Hi lance 


U. S$. EPPERSON UNDERWRITING COMPANY, tiadcad 


| ee 


Home Office: 
509 Terminal Sales Bldg. 
Portland, Oregon 


1000 R. A. Long Bldg., 


LYNN, President 


Kansas City 6, Mo 
616 Royster Bldg. 
Norfolk, Virginia 


January 26, 1953, 


nice firm to do business with. 

Here is a capsule version of the 
whole report: 

“The lumber company is an in- 
teresting place to visit. We saw 
many different kinds of lumber, 
such as: fir, pine, walnut, oak, 
spruce, maple and redwood. The 
lumber company is a very large 
place. If you didn’t know your way, 
you might get lost. 

“Mr. Tedroe showed us around. 
He is an estimator. He gave us 
some samples of wood. He is just 
like a teacher for our class. 

“Several sheds were full of lum- 
ber. We saw two by four boards 
which are used for the frame work 
of a house . The redwood came 
from California and is used for 
weather boarding. Some redwood 
trees are 4,000 years old. They are 
the oldest trees in the world... 
hard maple is used for flooring in 
gymnasiums. 

“Some boards are dipped in a 
tank of liquid. Termites will never 
eat these boards. 

“‘Men are not allowed to smoke 
at the lumber company. There are 
several “No Smoking” signs. There 
are fire extinguishers upstairs, 
downstairs and in the yard. Mr. 
Tedroe said, ‘A lumber yard would 
make a hot fire.’ 

“In the mill room, men make all 
sorts of interesting things. Thev 
can make almost anything you 
want like doors, windows, drawer 
knobs and screens. A beautiful fire- 
place is being made for a new 
home. A lady sent a table to the 
mill. A pretty, round new top was 
made and put on it. 

“It’s amazing how Mr. Palmer 
can make such pretty things... 
he works on a turning-lathe ma- 
chine. It was fun to watch him 
make a cute little rolling pin from 
a square piece of wood. Mr. Tedroe 
gave it to the teacher and said, 
“Now you can hit the children over 
the head!” 

“Good Americans know how to 
work on teams. People in the lum- 
ber business are a part of a big 
and important team. Some people 
work in forests. Some people work 
in sawmills. Some people work on 
the railroads and some people work 
for lumber companies in the cities. 
Each person has an important job. 
Children can work together on 
teams, also. 

“Mr. Tedroe was very kind to us 
and he loves children.” 
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Pa. ie 


& LARGE FLEET OF TRUCKS is kept 
leliveries. A self-confessed “nut about 
with his 


petitors raise their evebrows 
ind reat 


FATHER OF BLANCHETTE HILLS 
addition is Frank Rauch, veteran 
Missouri lumber dealer. Houses in 
subdivision are restricted as to mate 
rials and square footage, with none 
less than 800 feet being permitted 


busy in Blanchette Hills with daily 
advertising,” dealer Rauch makes com 
flashy trucks, boldly lettered in front 


FRANK RAUCH’S Blanchette Hills 
plan for new housing has paid off. For 
one thing, it has opened up a new 
repair-and-upkeep market, in answer 
to which Frank has recently ordered 
over 2,000 copies of American Lumber 
man’s Home Maintenance and Im 
provement magazine 


Sells Lots to Sell Lumber 


Missouri dealer finds selling new home pack- 


ages are profitable. 


Frank B. Rauch, of Rauch Lum- 
ber & Grocer Co., St. Charles, Mo., 
is no longer just a dabbler in the 
land-development business. He’s 
really in it--up to here. Having 
sold out a large part of two whole 
subdivisions that he bought, Frank 
can now lay claim to being one of 
the few dealers who offers custom- 
ers nearly everything connected 
with owning a home. The only 
things missing from his package 
are heating and plumbing eauip- 
ment. Included in it are such in- 
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ducements as a credit certificate 
good for $250. This can be applied 
by the lot owner toward building 
materials, provided he brings it in 
to Frank’s store within five years 
after date of purchase and does 
not go elsewhere for more than 
10°% of his materials. In addition 
to this certificate, Frank also offers 
a complete planning 
will handle all 
financing-—either with a local loan 
company or FHA. 


service and 








arrangements for 


takes 
minimum 
sanding 


minimum 
finishing 


OZARK 


oF) Ge i ele) ti lc 


Ask the man who does the work what 
he prefers in flooring. You can bet that 
Ozark Oak Flooring meets his every 


specification! 


Favorite of carpenters and contractors 
for many years, Ozark Oak Flooring is 
produced from fine quality, Missouri 
altitude-grown oak stock. It’s extremely 
durable, yet takes minimum finished in 
stallation time because it requires little 


sanding and finishing for lifetime beauty 


Properly seasoned in Moore Cross-Circu 
lation Kilns, Ozark Flooring is accurately 
milled on modern machines and expertly 
graded in accordance with NOFMA 
grading rules. You'll find your custom 
ers will like and reorder this fine floor 


ing. Make your next car Ozark Brand! 


“FINE FLOORING 
SINCE 1927” 


Orark Oak Flooring is carefully bun 
died for safe arrival, easy handling 
Prompt Shipment of Most Sizes and 


Grades. Send us your inquiries 


The 
oy 4.) Gam 
OAK FLOORING COMPANY 


BISMARCK, 
MISSOURI 





With the Manufacturers and Wholesalers 





How often does a business man say 
when he is experiencing a credit 
loss, “Why, I’ve been selling him 
for years and never realized there 
was a chance of loss.” If that busi- 


ness man had kept a current credit 
file and investigated the risk reg- 
ularly, he would have noticed the 
trend and been aware that there 
was a chance of loss 


H. L. JUDD, JR. 


Suggests Review 
of Credit Files 


H. L. Judd, Jr., general credit 
manager, U. S. Gypsum Co., has 
some advice for wholesalers and 
manufacturers, as well as retailers. 
He says: If I were asked what I 
would do specifically as a whole- 
saler in 1953, my answer would be: 

a. Review my inventory—trim 
it down if necessary and make 
certain I had good turnover. | 
would think of eliminating items 
I couldn't sell in an extremely 
competitive market. 

b. Review my credit and collec- 
tion procedures. 

c. Make plans to reduce ex- 
penses so that my break-even 
point could be much lower if nec- 
essary. 

d. Review my merchandising 
methods so that I would be in the 
best sales position for a very com- 
petitive condition. 

e. Review personnel. For in- 
stance, make certain I have sales- 
men that can sell, not just take 
orders. 

With uncertain forecasts, it is 
isually recommended to play the 
game of running your 
safe. You may not make quite as 
much money as a gambler might 
make with the investment 
but, on the other hand, you won't 
be in a position to incur the losses 
that a gambler might have to take 

Businesses change during the 
progress of time. Men in the credit 
business often take pride in the 
fact that they have customers that 
it one time were marginal risks, 
and today are well financed, prof- 
itable customers. If your credit 
files are reviewed regularly and 
information added to them, they 
should portray a customer’s suc- 
On the other hand, there are 
businesses today that are well 
financed but sometime in the fu- 
ture may become marginal risks 


business 


same 


cess. 
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FROM AMERICAN WOOD WINDOW 
Institute’s new booklet, “The New 
Outlook.” 


New Sales Points for 
Wood Windows 


The lumber dealer who sells 
wood windows now has more sales 
ammunition than ever. Now he is 
able to say (1) wood windows are 
treated with preservatives accord- 
ing to commercial standards al- 
ready established by the Bureau of 
Standards, and (2) that packaged 
double hung units must pass stand- 
ards in the process of being ap- 
proved by the Bureau. 

These standards have been de- 
vised largely by the National Wood- 
work Manufacturers Assoc., with 
promotion efforts being taken care 
of by the American Wood Win- 
dow Institute, the Ponderosa Pine 
Woodwork Assoc. and the NWMA 

This marks the first time that 


FROM PONDEROSA PINE’S 
booklet are these window 
suggestions 


new 
treatment 


a standard has been set for the 
manufacturer of double hung units 
completely assembled—for all com- 
ponents, that is. 

To help retailers realize more 
profits from the remodeling and 
modernization market, the Ponde- 
rosa Pine Woodwork Assoc. has 
recently issued an 8-page booklet 
on “How to Stretch Your Home 
for Better Living.”” The booklet 
contains numerous suggestions of 
value to dealers on how wood win- 
dows can be used for modernizing 


Brammer Reveals New Cabinets 


The Brammer 
Mfg. Co., Dav- 
enport, Ia., re- 
cently gave no- 
tice to trade 
press represent- 
atives and in- 
dustry members 
that its new line 
of assemble - it - 
yourself cabi- 
nets would be 
highly acceptable among retailers 
of building products. The occasion 
was the opening of its new show- 
room in Chicago’s Merchandise 
Mart. Tailored to fit the do-it-your- 


/ 


anwar 


\ 
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self, economy market, the new cabi- 
nets are of natural birch, feature 
continuous shelving and a simpli- 
fied method of assembly based on 
screws and sleeve connected bolts. 
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THE LUMBER MARKET 


Lumber Prices 
Heading Higher 

Lumber prices, the basic barom- 
eter of the building industry, are 
rising under the pressure of more 
than seasonal upturn in demand. 

After a late summer and fall de- 
cline West Coast prices started up 
again about a month ago. Prices 
are now $3 to $5 a thousand board 
feet above last fall and most lum- 
ber men expect further advances. 

Many producers are turning 
down orders because they think 
prices will be much higher 30 days 
from now. Because of increased 
demand mills are _ frequently 
hosked for a month or more. 

Wholesalers complain they are 
having a tough time getting mills 
to take orders at current prices. 
A Eugene, Ore., mill, for example 
is asking $3 a thousand above 
present listings for mid-February 
delivery of some items. Among 
them: No. 2 or better fir two-by- 
fours. 

Other wholesalers says that in 
the pine market it’s impossible to 
buy a half carload of one-by- 
twelve-inch boards in the better 
grades. 

Statistics kept by the West 
Coast Lumbermen’s Association 
shows the above normal upturn 
trend. In December, orders for fir 
at about 804 million board feet 
were up nearly 70% from the like 
1951 month. Shipments at nearly 
746 million feet were estimated 
10% higher; output at 829 million 
feet was up almost 14%. 

Reasons for pickup: Lumbermen 
say part of the stronger demand 
is due to the abnormally low yard 
inventory throughout the country. 
3ut the most important reason is 
that most home builders are look- 
ing forward to a good year. They 
have noted that new dwellings 
started in November topped the 
like 1951 month by over 15%. And 
finally, as one producer stated: 
“everybody feels better with a 
change in the administration in 
Washington.” 

Latest price trends reflect build- 
er optimism. Eight-foot studs re- 
cently jumped to $59 a thousand 
board feet—a $6 boost. The No. 2 
and better fir two-by-fours, quoted 
at $69-$70, are up $4 since No- 
vember. This size in the next 
lower grade is up $3 to 4. 


Buttp1Inc Propucts MERCHANDISER 





Pine prices rise. Pine prices have 
been rising, too. Better grade one- 
by-twelve inch boards command 
$115 at many mills, which is just 
about ceiling. Three months ago 
they brought $110 to $112. Select 
grade shop and molding is $174; 
in November it sold for $165 to 
$170. 

The strong demand for shop and 
molding is taken as an indication 
of manufacturer confidence in a 
good building year: They only load 
up when they believe lots of houses 
are going to be built. 

Ralph Macartney, manager at 
Klamath Falls, Ore., for Weyer- 
haeuser Timber Co., believes ‘‘from 


THE FOREST is the classroom at the Yale School of Forestry 
Here Eugene V. 


in Litchfield County, Conn. 


all indications the lumber business 
will be as good as last year, at 
least for the first half.” He thinks 
housing starts again will top one 
million. He recalls that a year ago 
many housing experts predicted 
barely 800,000 new dwellinzs would 
be started in 1952, but actually 
starts hit an estimated 19 miMinn 
Mr. Macartney is the new presi- 
dent of the National Lumber Man- 
ufacturers Association. 

John S. Veach, chairman of the 
NLMA's board shared the same 
view: He figures more than 38 bil- 
lion feet of lumber will be used 
this year, about the same as last 
year. 


+ ¢ - - 
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summer camp 
Zumalt, associate professor of 


Forestry and director of the camp, instructs students in the use of calipers for 
measuring tree diameters and of a special forestry telescope designed for esti 


mating the height of a distant tree, 


Yale Raising Millions for Forestry School 


A long-range campaign to raise 
$5,730,000 enlarging the teaching 
and research program of the Yale 
School of Forestry has been 
launched by Yale University. 

The campaign is in support of a 
“Second Growth Plan,” so named 
because it refers to extensive plans 
for the growth and development of 
the School in its second half cen- 


tury of existence. 

One of the new projects planned 
by the Yale School is the establish- 
ing of a field training base in the 
Pacific Northwest. At present Yale 
has such training bases at its for- 
estry camp in Litchfield, Conn., and 
its camp in the forest of the 
Crossett (Ark.) Lumber Co. 

Three new buildings will be 
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erected on the Yale campus under 
the Second Growth Plan: a for- 
estry laboratory to house work in 
wood technology, wood utilization, 
and forest soils; a three-story ex- 
tension to Sage Hall (the School's 
headquarters) for laboratory and 
office space; and a greenhouse for 
tree physiology, forest ecology, and 
silviculture. 


Prices Unchanged 
At Seattle 


The past fortnight has been a 
marking time period with little 
change in prices or demand. With 
mills down over the holidays the 
industry paused for a rest before 
going into full winter effort. So 
far this area has had an open win- 
ter and conditions for production 
have been favorable. Now buyers 
and sellers figure that the weather, 
both here and in consuming centers 
will be the most important factor 
in immediate business and for the 
next month. 

The fir market is soft. Very little 
dry hemlock is available. Shingles 
are holding in price but there is 
very little demand. Cedar siding 
continues steady with %, by 10 sid- 
ing scarce and much in demand. 
Good logs for siding are hard to 
buy and some have been shipped 
from Oregon. Idaho White pine is 
tight and there isn’t much to be 
had. No. 2 and btr. Ponderosa pine 
is firm but No. 4 moves at any 
price the mill can get. No dry 
spruce is to be had but partially 
dry lumber can he purchased. The 
beetle infestation which is forcing 
the cutting of spruce will greatly 
increase supplies this spring. 

British Columbia appears to be 
holding lumber to fill charters. The 
Atlantic coast market is oversup- 
plied. There is no news from the 
United Kingdom. Australia is buy- 
ing very little. 


Weather Closing 
Many Tacoma Mills 


The new year finds the lumber 
market relatively quiet in the Ta- 


coma area. Mills however are tak- 
ing full advantage of mild weather 
to maintain normal production 
schedules in anticipation of a nor- 
mal or better springtime demand. 
Log supplies are adequate for or- 
dinary requirements. 

However many logging opera- 
tions in nearby woods areas are 
shutting down because of the ad- 
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vent of 
makes it 


seasonal weather which 
well nigh impossible to 
move logs to the mills. Camps that 
have closed probably will not re- 
open until early in March when 
weather conditions normally im- 
Some of the smaller mills 
that do not keep a heavy reserve 
log inventory either have closed 
or will soon until new log supplies 
become available. 

The plywood market appears to 
be somewhat improved. This is 
generally attributed to recent in- 
dustry action in increasing prices to 
a base of $88 per thousand square 
feet for quarter-inch AD grade, 
sound on one side. This is gener- 
ally regarded as an index item. 
Manufacturers feel that the new 
price, while still about 10 per cent 
below the ceiling level, probably 
will hold until spring and that job- 
bers will be encouraged to increase 


their stocks against future require- 
ments. 


prove. 


Four bargeloads of lumber were 
loaded aboard Grace line shins here 
during the past fortnight for ship- 
ment to South America. The total 
shipment was approximately 1,000,- 
000 feet and is one of the largest 
for South American delivery in 
several months. 


Market Quiet 
At Kansas City 


The closing two weeks of 1952 
saw very little activity in the 
Southwestern lumber markets. Of 
chief interest was the lowering of 
prices on boards in the Texas area, 
where many mills found that prices 
for 1 by §8-inch boards slipped 
around $2 a thousand, with offer- 
ines of $88 in evidence. Yet, many 
of the larger mills were not fol- 
lowing the temporary set-back and 
held their price lists at steady 
levels. 

There is still a shortage of 
boards in other parts of the dis- 
trict and this should be manifest 
in prices as replacement business 
starts to roll in shortly after the 
turn of the year. There are ample 
stocks of dimension around. 

The market on the western side 
of the Mississippi is much stronger 
than on the eastern side, and some 
easiness of prices have taken place 
in recent weeks on air-dried lum- 
ber. For some time the shortage 
of inventory has just about offset 
the decreased demand factor. Nor- 
mally prices would settle down 
when stocks are available in quan- 


lan uary 


tity. Mills are not increasing their 
inventories and at the present 
time, because of the bad weather, 
cannot rebuild their low stock pile. 


Nationally 


Lumber shipments of 476 mills 
reporting to the National Lumber 
Trade Barometer were 12.5% above 
production for the week ending 
January 3, 1953. In the same week 
new orders of these mills were 
21.3% above production. Unfilled 
orders of the reporting mills 
amounted to 35% of stocks. For 
the reporting softwood mills un- 
filled orders were equivalent to 20 
days’ production at the current 
rate, and gross stocks were equiva- 
lent to 56 days’ production. 

For the year-to-date, shipments 
of reporting identical mills were 
3.5% above production; new orders 
were 2.2% above production. 

Compared to the average cor- 
responding week in 1935-1939, pro- 
duction of reporting mills was 
63.2% above; shipments were 
41.0% above; new orders were 
34.9% above. Compared to the cor- 
responding week in 1952, produc- 
tion of reporting mills was 4.6% 
above; shipments were 13.5% 
above; and new orders were 2.1% 
below. 


Southern Pine 


Shipments of southern pine by 
the 109 mills reporting to the 
Southern Pine Association for the 
week ending January 3, 1953, to- 
talled 12,963,000 feet, 11.16% be- 
low production for the week. Orders 
for the week ran to 11,354,000 feet, 
22.18% below production for the 
week. Production was 14,591,000 
feet, 24.31% below the three year 
average. Orders on hand totalled 
1,609,000 feet, a 3.65% decrease. 


Western Pine 


Production of western pine and 
associated woods by the 111 mills 
reporting to the Western Pine As- 
sociation for the week ending Janu- 
ary 3, 1953, totalled 38,092,000 feet. 
This compares with 33,003,000 
feet for the same week a year ago. 
Shipments for the week ran to 40,- 
193,000 feet, 5.5% above produc- 
tion. Shipments were 36,958,000 
feet in the corresponding week of 
1952. Orders for the week totalled 
49,420,000 feet, 29.7% above pro- 
duction. 
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How to reach a fast-growing market: 


Sa, micarta panels 


SURFACE 


to the “Do-it-yourself” trade 














Be sure to see the 
BEAUTIFUL NEW PATTERN 


Easy-to-work-with MICARTA panels make it a cinch for the 
remodeling homeowner to beautify kitchen work 
surfaces. A few basic tools and a free Saturday are all 
a man needs to complete the job. The little “urging” he 
may need will come from his wife who, like thousands 
of other American housewives, has learned the story 
of MICARTA magic from national advertising. 

When this ever expanding “do-it-yourself” trade comes 
to your store, you'll make a friend as well as a 
profit if you suggest and supply MicarTA panels. 
Have them available in these easy-to-use sizes: 24” x 96”, 
30” x 60”, 30” x 96”, 48” x 96”. Fill in the coupon for 
information on how you can become a MicartTA Dealer. 


J-06497 


UNITED STATES PLYWOOD CORPORATION 
55 West 44th Street, New York 36, N. Y. 


Westinghouse 


! C (] 


UNITED STATE PLYWO OD ct +l 


Please send full information on your MICARTA 
Dealer Plan. 


NAME 


yw 


‘ ADDRESS 
and U.S.- MENGE EL PLYWOODS “INC. 


Cary. Z.ONI STATE 


eee | 
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Lumber Prices at Press-time 


The following index is intended merely as a check on me ye practices. It is 
sho 


a compilation and average of mill prices at press time an 


uld not be con- 


sidered as current on the day the magazine is received. The prices should be 


useful in followin 
mately ten days 


DOUGLAS FIR 


Vertical Grain Flooring 


B&aBtr. 


Cc D 
160.00 106.00 


Flat Grain Flooring 
93.00 
105.00 
Drop Siding 


1x6 (Pat. #1 
1x6 (Pat. #1 


Cetling 


145.00 110.00 
146.00 106.00 
125.00 123.00 80.00 
116-125 120.00 80.00 

Boards and Shipiap and 2” (Green) 
1x6 1x8 
66.00 67.00 
68.00 69.00 
61.00 63.00 
No. 1 Dimension 
12° 1 


1x12 
76.00 
68.00 
60.00 


1x10 
67.00 


16’ 20° 
75.50 5.f 75.60 
72.50 5.6 73.60 
2.00 72.00 70.50 2.6 72.50 

72.50 73.50 72.50 2.6 2.50 
72.50 70.50 70.50 
No. 2 Dimension 

2x 4 67.60 67.50 70.50 5 f 59.50 

2x 6 68.50 656.50 69.50 59.6 19.50 

2x 8 68.50 68.50 68.50 5 57.50 

2x10 68.50 68.50 68.50 5 18.50 

2x12 68.50 68.50 68.50 68.50 
No. 3 Dimension R/L Only 

2x 4 ep -+» 48.00 

x 6 - : 46.00 

2x 43.00 

x10 : -- 38.00 
2x12 35.00 


(Add 10-15 dollars for dry lumber) 


RED CEDAR SHINGLES 


Royals 
No, 1 2 2 
No. 2 é 2 
No. 3 F 2 


Verfections 
No. 1 





No 2 
No. 3 
AXXXX 
No. 1 
No. 2 
No. 3 


WESTERN RED CEDAR 


Prices for rea cedar siding in mixed 
cars, new bundling, 6’ to 16’ are: 


Beveled Siding, % Inch 


Clear 

x4 inch ...... 80.00 
x5 80.00 
1% x6 100.00 


Inch 
%x8 inch .136.00 130.00 


tnch 
Clear Bungalow Siding, % Inch 


8 Inch \ 165.00 
10 inch ...195.00 190.00 
12 inch 195.00 190.00 


Finish Bo and Btr, 82 or 48, 
@ te 10° or Rough 


Ix 8 





“an 
76.00 


Celling or Flooring, B and Btr, 9-10’ 


tr. Cc D 
100.00 90.00 
1x4 120. 116.00 96.00 
Discount on mouldings 620° -20’ odd 
lengths, 
Sertes 8,000 
Listing under 4.00—list plus 35 per 


cent. 
Listing 4.00 and over—list plus 36 
per cent. 
Clear Lattice, 5-16", 6-16’ 
100 Tin. Ft 

1/3x3 

1/8x4 
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market trends and as a check on purchases made a 
; fore receipt of the magazine. 
market price changes since the last issue—the Editors. 


Bold face listings denote 


WESTERN PINES 
Ponderosa Pine 
6/4 Ned 


an 
4/4 RW 6/4 RW 8/4 RW 
250.60 255.00 265.00 


No. 1 No. 2 
vescccoscshenee aaee 
a ...-142.00 110.00 


Selects 
S2 or 48 
C&éBtr RL 


Shop, 828 
5/4 


Commons, 82 or 48 
92-Rtr 
Ix 8 RL 124.00 
1x12 RL .. 124.00 


Idaho White Pine 
Selects S82 or 48 


No 2 
87.00 
87.00 


No. 4 


1x4 1x6 1x8 
C&Btr. RL 270.00 271.00 271.00 
D RL 239.00 229.00 289.00 
Commons, 82 or 48 No. 1 No.3 
Ix 8 146.0 


151.00 


Sugar Pine 

Selects 

S82 or 48 
aoe. RL 


tL 


4/4 RW 5/4 RW 8/ 
. 270.00 HT 4 
266.00 276.00 
235.00 245.00 
No. 1 


157.00 
157.00 


RW 
85.00 
0 


348;90 
28700 NS. 0 
126.00 $00 





OAK FLOORING 


Clear Pin 3§x2% #x1% %x2 
White ..180.00 155.00 177,08 
Red ....185.00 160.00 177.0 

Sel. Plain 
White 167.0 
Red . 167.0 


%x1l% 
162.00 
162.00 


135.00 
140.00 


152.00 


- -160.00 
. 168. 152.00 


125.00 116.00 


2 Com. 
Pin White 
& Red .. 8 


82.00 77.00 


75.00 97. 00 





SOUTHERN PINE 
Vertical Grain Fieoriag 


Bé&Btr. D 
146.00 


110.00 
140.00 
Drop Siding 
1x6 (Pat. #106) .170.00 
1x6 (Pat. #116)'170.00 
Boards & Shiplap 


130.00 
130.00 


1x12 
140.00 
80.00 


75.00 77.00 " 
70.00 


60.00 65.00 

No. 1 a om 

1 14’ 16’ 18° 20’ 

90.00 92.00 102.00 102.00 

85.00 86.00 96.00 96.00 

88.00 90.00 96.00 $8.00 

98.00 99.00 99.00 107.00 110.00 

104.00 104.00 104.00 115.00 120.00 

Dimension 

82.00 83.00 

78.00 79.00 

Z 78.00 79.00 

2x10 82.00 83.00 

2x12 82.00 83.00 

No. 3 Dimenston R/L Only 

2x 4 69.00 wae 

58.00 
57.00 
57.00 
67.00 


R9.00 
85.00 
88.00 


85.00 95.00 
89.00 
89.00 
89.00 
89.00 


95.00 
91.00 
91.00 
91.00 
91.00 


2x 6 
2x 8 
2x10 
2x12 


January 


26, 1953, 


REDWOOD 


Bevel Siding 
Al) Heart 
AW Heart 
Al 
All Heart 
AR MOOst. .. 220s 


All Heart 
All Heert...... 


~ 
we 


Sass 


abaaanoe 


<AS5<95 


4 
Al 

: & rade V.G. Redwood Siding 
approx. $5.50 less for and % In 


% 
above sizes. $5.00 less for % Inch in 
above sizes. 


~ 
wed 


Anzac Siding 


1x10 V.G. Clear All Heart 
1x12 V.G. Clear All Heart 
Note: Deduct $8.00 for A Grade. 


Finish 


lx 4 Clear Heart S4S 
ix 6 Clear Heart S48 
lx 8 Clear Heart S4S 
1x10 Clear Heart S4S 
1x12 Clear Heart S4S 


Note: A Grade 1x4, 1x6, 1x8 deduct 
$10, 1x10 and 1x12 deduct $15. 





WESTERN HEMLOCK 


Vertical Grain Flooring 


BéBtr 
1x4 - «- 160.00 


Flat Grain Flooring 


1X4 ..cecomee e+ -186.00 
BES scvevrcceses teeee 


Drop Siding 
1x6 at. #£106).1 
1x6 (bat: $833 


Celling 


eww teense 


5.00 
5.00 


No. 
No. 
No. 


2x 4 
2x 6 
2x 8 
2x10 
2x12 74.00 
. 2 Dimension 
69.00 69.00 
69.00 69.00 
71.00 71.00 
69.00 71.00 69.00 
69.00 69.00 69.00 


. & Dimension R/L Only 


72.00 
69.00 
71.00 


69.00 





ENGELMANN SPRUCE 


Boards and Shiplap 

(dry) 1x6 1x8 
No. 2&Btr 199.00 109.00 
No. 3&Btr... 81.00 86.00 


No. 1 Dimension 
12’ 16’ 20° 
80.00 80.00 86.50 
77.60 77.5 50 SLL 81.50 
77.50 50 f 81.50 
77.50 f 7.50 84.5 50 
80.50 R80. 80.50 5 84.50 


1x10 1x12 
114.00 120.00 
86.00 86.00 


No. 2 Dimension 
2x 4 74.50 f 74.50 ) 74.50 
-50 E 50 f 50 
50 g 50 f 4.50 
.50 g .50 : 50 
50 7 50 
(Boards graded No. 1, 2, 3, at flat 
price; no price for straight No. 2. Mills 
do not grade out No. 3 dimension sepa- 
rately as in fir.) 
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YOUR PROFIT-MAKING FORUM 


Best Strategy in ‘53 


Here’s how you can get off to a flying start and 
show an excellent profit in spite of stiffer sales re- 
sistance and competition. All indications show that 
people must be sold a lot harder in 1953. But “harder 
selling’ does not mean high pressure methods. It 
means better selling—the kind that uncovers new 
markets and makes people want to buy instead of 
beating them into it. 

Today the greatest successes are being made by 
companies that appeal to their prospects as human 
beings and individuals with highly specialized needs 
and interests. How about you? Are you stili lump- 
ing everybody together and thinking of your pros- 
pects impersonally as “the general public?” Or are 
you breaking them down into highly specialized groups 
and aiming more specialized appeals toward them, 
based on their individual wants and interests? 

The harder it is to sell and the stiffer competition, 
the more essential it is to avoid generalized appeals 
and all-purpose advertising. Every customer is many 
personalities and prospects rolled into one—with many 
different avenues of approach. 

For example, within the last ten years military 
training and defense work have turned millions of 
Americans into the most expert tinkerers. Many of 
these prospects who are completely cold to general 


modernization appeals, fall hook, line and sinker for 


ads that tie in basement remodeling with their pet 
hobbies. 

Other men who won’t spend a cent on modernizing 
their homes jump like a trout at promotions that 
show them how new floor coverings and better space- 
planning can increase their business. Still others 
who have no interest in home repairs can be sold on 
all sorts of safe-proofing jobs if the dealer approaches 
them as husbands and fathers anxious to protect 
their families. And anxious to avoid big medical and 
hospital bills. 

Specialized advertising and promotions like these 
have much greater impact than general approaches 
because they appeal to your customers as real peo- 
ple and individuals—-show a much deeper concern for 
their needs and wants—arouse much more personal 
interest in your products and services. 


. . . new markets and profits 

Today, there are tremendously profitable new mar- 
kets which can easily be tapped by every dealer. 
All it takes is a little creative imagination and more 
specialized promotional appeals. 

For example, many more people over the age of 
60 are building, than people under 30 years of age. 
Not surprising when you consider that within the 
last fifty years, the life span of the average Amer- 
ican has increased by more than 20 years—is rising 
even higher with new discoveries in medicine and 
diet. 

Are you getting your share of this rich market for 
new homes? Or are you leaving it to contractors, 
sub-contractors, the large chain suppliers and real- 
tors? Here’s how you can make the most of this 
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big profit opportunity and attract many more of these 
prospects than companies merely running general ad- 
vertising on new homes and materials. 

Appeal to the strongest self-interest of these older 
couples with specialized newspaper ads and sales let- 
ters written along these lines: 


“If you are over 60 and anxious to build, isn’t 
this what you want most? Easier housekeeping 
and maximum convenience, safe financing and 
minimum maintenance costs, the kind of con- 
struction and heating system that will see you 
through the hardest winter with no trouble!” 

“For plans especially designed to meet the 
needs of older couples — financing to fit your 
budget—top-quality materials—and help in se- 
lecting a reliable contractor, see our experts. 
Our Complete Service saves you time, money and 
worry. Stop in today.” 


Notice the sympathetic understanding and con- 
cern this copy shows for the needs of older men and 
women. And the emphasis it puts on things older, 
more experienced people look for, such as safe financ- 
ing and trouble-free heating. 


. .. more pay dirt for the dealer 


Here is another market that pays wonderful divi- 
dends—is easy to cash in on with a little imagination 
and the help of more specialized ads. 

In the last ten years, millions of families have been 
forced to move into apartment houses, even in sub- 
urban communities. Most dealers slant their modern- 
ization ads entirely toward home owners. But there 
is a tremendous desire among apartment dwellers for 
all kinds of improvements. Especially among those 
who can not find better apartments or afford to build. 

These days, most landlords refuse even to redeco- 
rate without rent increases. So why not slant some 
special ads and mailing pieces directly toward the 
tenants, themselves, showing them how easy and in- 
expensive it is to make their apartments more at- 
tractive, more comfortable, more convenient. People 
who live in apartments are excellent prospects for 
paint, enamel and wall cleaners for wallpaper 
and decorative mirrors to make small rooms look 
larger ... for extra shelves, odd-sized cupboards and 
cabinets, bookcases, closet accessories and space- 
savers of all kinds. 

Moreover, apartment house tenants desperately 
need suggestions and help to make the best use of 
every inch of space—are “naturals” for many Do-It- 
Yourself Jobs. It might well be pointed out that there 
are scores of wonderful improvements which cost the 
tenant less if he handles the job himself, than if he 
gets the landlord to do it under the rent increase 
system. 

The dealer who really goes after this trade with 
specialized ads and sales ietters can profit in more 
ways than one! Besides increasing his modernization 
sales, he is in a much better position to sell these 
families new homes. First, it gives him a ready-made 
prospect list. Second, it gives him a perfect “in” in 
preference to other dealers. And third, on one is 
more eager to build than families who are cooped 
up in cramped little apartments. 
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MERCHANDISING CLINIC 


Down the Drain 


We've just finished reading an in- 
teresting dissertation on the subject 
of retail advertising. Theme: “What 
percentage of the money spent for 
this purpose goes down the drain?” 
A good question. So we turned to 
our evening newspaper with an open 
mind, but not with an open pocket- 
book. Idea was to see how many 
pocketbook-openers we could find in 
the advertising columns. Had we 
been in the mood to do a bit of 
spending, our search, no doubt, would 
have been more successful ... for us 
and the advertisers who are footing 
the bill. As to whether we were in 
a buying mood or not, we would say 
we were in the neutral zone. How- 
ever, we thumbed through the pages 
somewhat more critically than usual 
(as far as the advertising was con 
cerned) and when we had finished we 
were just about where we were be- 
fore we started. No tingle—no jingle 

no nothing. A lot of money had 
been spent uselessly. Or so it seemed. 


Why spend money for 
advertising if it doesn’t ac- 
complish something? 


Accomplish What? 


To our way of thinking, the major 
purpose of retail advertising is to 
help make sales. It may not always 
sell the item that is featured at that 
particular time, but certainly it 
should create such a favorable im- 
pression that readers will remember 
the store or the lumber yard when 
they are ready to buy. 


Advertising should cre- 
ate a backlog of favorable 
opinions, 


“This is the Place” 


If advertising is to pay off, it 
should hammer home constantly the 
idea that “here is THE place to do 
your buying.” Proof of such a state- 
ment should be found in the values or 
services offered. People are always 
on the lookout for good values (not 
necessarily cut prices) plus service. 
Actually, service is probably the most 
important, They assume that prices 
in all reputable, successful establish 
ments are pretty much the same. Ad- 
vertising need not go all out in the 
way of low prices in order to pull. 
Spending good money to encourage 
profitless transactions is not sound 
merchandising. It doesn’t take much 
thought, time, attention or money 
sell merchandise for less than its 
worth. 
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Service is the keystone 
in the arch of all successful 
retail establishments. 


Keep Them Coming 


One of the functions of retail ad- 
vertising (and this applies to lumber 
yards as well as Main Street stores) 
is to keep customers assured that 
prices are right. Since most retailers 
are well posted concerning values, 
this isn’t too serious a problem. Ac- 
tually, it’s far less of a problem in 
the lumber yard than in food mar- 
kets, for example. Here price appears 
to dominate, but when you _ have 
waded through half a dozen pages of 
“Saturday Food Specials” you usually 
end up by going to the store where 
you do your shopping regularly. There 
may be a slight difference in price 
between standard items, but usually 
the entire price structure balances 
out. In such a case, your own grocer 
has not increased his sales (as far as 
you are concerned) but has merely 
assured you that you are not losing 
money by doing business with him. 


: Advertising in the lum- 
ber yard is different. 


2x4s and Canned Peas 


There is a vast difference between 
advértising a can of peas, for ex- 
ample, and a remodeling job. The 
Green Giant people can go far in cre- 
ating an acceptance for their canned 
peas. They can even make you prefer 
the product. But what happens at 
point of final sale depends on many 
things. And any of these different 
factors determine how well the na- 
tional advertising of the manufac- 
turer, or the grocer’s local efforts, 
pay off. The best advertising in the 
world can easily be made valueless 
by poor service where product finally 
meets prospect—in the retail estab- 
lishment. 


.. . One person can ruin the 
best ad. 


it All Depends On the 
Follow-Through 


Here is what we mean. We came 
across a local advertisement recently 
that interested us to the point where 
we took the trouble to visit the store. 
When we asked the salesman about 
the ad, he exhibited so much uncer- 
tainty we promptly began to lose con- 


fidence in the offer. Soon we were 
on our way and it is doubtful whether 
we will ever go back, regardless of 
how good the advertising may be. 


... Proper attitudes at point 
of sale are what makes ad- 
vertising pay off. 


Preparation Is Half 
the Battle 


We came across a story not long 
ago which well illustrates the point 
we have in mind. It seems a chain 
store (auto accessories) found itself 
overstocked greatly with seat covers. 
So the manufacturer sent to head- 
quarters for the merchandising ex- 
pert. All seat covers were taken out 
from under the counters. Surplus 
stocks in the back room were un- 
packed. Attractive displays were ar- 
ranged in windows and on counters 
throughout the store. There were 
signs everywhere, and even a demon- 
stration in which it was shown how 
attractive old seats (this one was 
found in an auto graveyard) could be 
made and how little it would cost to 
do so. Price was emphasized, but was 
not reduced radically. 

A large advertisement was _ pre- 
pared and the evening before it was 
to appear the entire sales personnel 
was briefed. Every word of the ad 
was gone over carefully. So were the 
displays. When the sales force went 
home that evening, they were all set 
for the big sale the following day... 
and mighty enthusiastic about its pos- 
sibilities. 


. . . Results are determined 
more by the sales people 
than by the advertisements. 


Big Day 


At the close of the sale on the fol- 
lowing day, so many seat covers had 
been sold that everyone was jubilant. 
It was the biggest seat cover day in 
the history of the store. So the man- 
ager called up the newspaper. 

“Please repeat that ad,” he said. “It 
sure got results.” 

Whereupon the newspaper man ad- 
mitted ruefully it had not been run. 
The corrected proof had not been re- 
turned in time to make the publica- 
tion deadline. So it had been held over 
and someone had failed to notify the 
dealer who was so busy selling seat 
covers that the omission had not been 
noticed. All of which seems to prove 
that the most important factor in ad- 
vertising is the attitude of those who 
must make it work at final point of 
sale. 
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HURTSBORG 
LUMBER COMPANY? 


MANUFACTURERS 


Short Leaf Pine 


AND 


Hardwood Lumber 
Boards Our Specialiy 


WE MAKE POPLAR BEVEL SIDING 
AND RESAW PINE AND HARDWOOD 








PHONE 148 








Lis) 
The HURTS 
eC 


HIGH GRADE END MATCHED 


in 25/32in. 1/2in. 
Moulding Pine Finish @ We are in @ position to Ship Oak 
Flooring and Air Dried Yellow Pine Boards 
in the Same Car 




















Plant at HURTSBORO, ALABAMA e Phone 129 





Oak Flooring. Southern Pine 
and Southern Hardwoods 








URANIA 








Lumber Manufacturers and Tree Farmers .. 


a tn Ae. 


MIXED CARS 
FOR YARD BUYERS 


Urania is an organization you can depend on 
to ship well-manufactured, properly seasoned 
and accurately graded timber. 


Urania's giant tree-farm—source of the logs 
that produce Urania’s fine Oak Flooring, South- 
ern Pine and Southern Hardwoods—assures a 
continuous timber supply. All manufacturing 
facilities are complete and modern throughout. 


For utmost in satisfaction put your lumber needs 
up to Urania—where dependable service is 
backed by a modern mill with a permanent lum- 
ber supply. Let us know your needs today. 


Posts, poles, piling and creosote timbers pressure 
treated. 


Urania Lumber Co. 


Urania, Louisiana 


Members 
$P.A. — $.P.1.B. — $.4-P 1. 
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bow saute. 


the Translucent Structural Panel 
that paints with colored light! 





RESOLITE offers endless possibilities to architec- 
tural treatment — interior or exterior —- from the 
simple decorative or utility partition to portico 
covering and colorful building facing. Light panels, 
bar facings, screens, shower and toilet stalls, corri- 
dor partitions all are better when made of Reso- 
lite because Resolite is shatterproof, easy to keep 
clean and never needs refinishing. 


@ Cover and screen 
for home patio 











Six beautiful standard colors —- with others avail- 
able —- and a wide variety of form pattems and 
surface finishes, make Resolite easily adapted to 
any architectural or decorative motif in home, 
office or shop. Resolite is unequaled for skylight- 
ing because it materially reduces heat rays with 
little loss in light value. It diffuses light in all direc- 
tions avoiding the harsh contrast of sunshatts, 


Sm 


\ 
@ Shelved partition 
for home or shop F 


Resolite is made of stable polyester resins, rein- 
forced with Fiberglas mat. It is unaffected by 
weather extremes of heat, cold, moisture. It can 
be worked with ordinary tools and skill. 


Write for free literature, with compleie information about RESOLITE. 


RESO LITE Corporation 


y4i0i3, le) 15 aa 





Clothesline 


in the ‘NEW Plastic 


zip-string Bag 


Don’t pull your punches 

at the point-of-sale! Get 

this NEW King Cotton 
Clothesline put-up and 
watch your clothesline sales 
increase. Product visibility 

is there! And yet, the line is 
protected from dust, dirt and 
handling deterioration. And 
your customer will like the 
“Zip-String” Bag which can be 





re-used asaclothespinbag, beach |@= ) The 
‘om P 9 = King Cotfon 
bag, picnic bag, etc. . 


Line 
eSash Cord 
eClothesline 
eDryer Cord 
eTwine 
eMason’s Line 
oChalk Line 
eCotton Rope 


Ask your jobber for 
KING COTTON. 











ous eat On 


Ki 
CORDAGE 
JOHN H. GRAHAM & CO. INC. 


105 DUANE STREET, NEW YORK 8&8, N. Y. 


| What’s YOUR Answer? 


Opening up a new showcase 
showroom helped do what for 
Master Merchant Nailor of 
Port Angeles, Wash.? 


A power tool that is said to 
cut a complete house in one 
day is advertised by what 
manufacturer ? 

James M. Kitchen sells (you 
guessed it) kitchens in a 
Sweetwater, Tex., store that 
has just completed what? 


Over 50 species of plywoods, 
hard and soft, are supplied by 
what Chicago plywood manu- 
facturer, according to its ad? 
Frank B. Rauch is a “nut 
about advertising’ and a 
Blanchette Hills subdivider, 
which makes him what? 


In branching out into the pre- 
fab farm building business, 
Henry Hess found he needed 
what? 


The “darling of the high 
Sierras” is not a girl, not a 
mountain, but the name what 
advertiser gives to its prod- 
uct? 
GPX Green is not an insecti- 
cide—it’s what building ma- 
terial, as mentioned by the 
advertiser? 
That 76,000 gallon water tank 
in the McClure Lbr- Co. yard, 
Charlotte, N.C., makes a num- 
ber of people breathe easier 
for what reason? 

Answers on page 78 


January 26, 1953, AMERICAN LUMBERMAN & 





WHAT’S NEW 





Products .... Sales Aids... . Literature 


All About 7 Amazing New Nails 





Seven Amazing New Nails 

The Independent Nail and Pack- 
ing Co. sponsored the _ research 
work on nails at Virginia Poly- 
technic Institute described in the 
article, ‘All About 7 Amazing New 
Nails” in the Dec. 29 issue of Amer- 
ican Lumberman. The value and ef- 
fectiveness of these nails are thor- 
oughly covered in the article. De- 
scribed were (1) cement-coated 
nails; (2) etched nails; (3) barbed 
nails; (4) tapered nails; (5) twist- 
ed nails; (6) threaded-shank nails 
and (7) tapered threaded-shank 
nails. Write Independent Nail and 
Packing Co., Dept. AL, Bridge- 
water, Mass. 





New Mirapeg 


To the booming perforated dis- 
play-panel field an entirely new 
paneling is now being introduced 
named Mirapeg. This paneling line 
offers for the first time, prefinished 
baked-on enamel finishes that arv- 
durable and colorful, in a full line 
of plain color tones and attractive 
mother-of-pearl colors. In addition 
to these color panels, Mirapeg is 
also available in standard unfin- 
ished perforated panels. The Mira- 
peg color finishes are far more 
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than just painted surfaces. The 
finish is actually a baked-on resin 
enamel. Colors remain true and 
non-fading, even in the sun. The 
surface is easy to clean using only 
a damp cloth; the Mirapeg surface 
will not crack, chip or peel. To 
meet all needs, Mirapeg panels are 
offered in a full range of sizes... 
4x4, 4x6, 4x7, and 4x8. For samples 
write Miratile Manufacturing Co., 
Inc., Dept. AL, 8201 S. Wallace, 
Chicago 20, Il. 


Plaswood 


Plaswood, manufactured by Sou- 
hegan Mills, Inc., is fabricated by 
an exclusive process from selected 
wood particles combined with a 
special synthetic resin and formed 
into sheets under controlled heat 
and pressure. This results in an 
amazingly strong product having 
all the desirable qualities of wood: 
warmth, strength, resilience, work- 
ability —- without such undesirable 
features as lack of uniformity, 
knots and flaws, tendency to warp, 
inconvenient size. Plaswood under- 
layment is said to be the ideal base 
for resilient floor covering ma- 
terials like tile and linoleum. Pias- 
wood sheathing combines the 
strength and nail holding power of 
ijumber with lower application cost 
made possible by the large, yet 
easy to handle sheets. Photo above 
shows a house being constructed 
with Plaswood sheathing. Write 
Souhegan Mills, Inc., Dept. AL 
Wilton, N. H. 


See 
Feb. 9 
American 


Lumberman 
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Dennis Plastic Sealant 

Dennis Chemical Company an- 
nounces the development of Dennis 
No. 8500 Plastic Sealant, a general 
purpose sealing compound. No. 
8500 is recommended for prefabri- 
cated buildings, railroad cars, and 
for many other uses where a glaz- 
ing, caulking and waterproofing 
compound is desired. Dennis No. 
8500 Plastic Sealant is non-drying, 
non-hardening, non-staining and 
non-contaminating, and is supplied 
in bulk and extruded forms. Litera- 
ture and samples are available. 
Write Dennis Chemical Company, 
Dept. AL, 2701 Papin St., St. Louis 
3, Mo. 


Machine Bit Set 


Here is an ideal item for the 
home workshop trade. These Acra- 
bore fast-boring, clean cutting ma- 
chine bits fit the popular 1,” 
electric drill. The set comes in an 
attractive maroon leatherette case, 
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ing popular bit sizes: ! ag 


containing one each of the follow- 
a," aye 


54”, 34”, all on 14” 


N. Y. 





GRAPH OPEN HAR 


New Tachograph Model 


Wagner Electric Corporation, 
Automotive Division, announces de- 
sign changes and improvements in 
the new Model AA, miles-per-hour 
Tachograph. The Tachograph is an 
instrument used for analyzing ve- 
hicle operation and movement. It 
graphically records on a chart the 
miles traveled, speed traveled, id- 
ling of engine and the time the ve- 
hicle was in operation. Its charted 
information is valuable in reducing 
maintenance costs and encouraging 
safe driving practices. Design and 
construction changes in the new 
Model AA Tachograph include im- 
provements in appearance, easier 
setting of warning light; also pro- 
vide a more durable case and me- 
chanism, and make the instrument 
face more readable to the driver. 
Write Wagner Electric Corpora- 
tion, Dept. AL, 6400 Plymouth 
Ave., St. Louis 14, Mo. 


shank. Write 
John H. Graham & Co., Inc., Dept. 
AL, 105 Duane St., New York §8, 


Single Hat Rack 

This new single hat rack is one 
of the latest additions to the Knape 
& Vogt Company’s line of K-Veni- 
ence clothes closet fixtures. The 
hat rack bears rubber discs to 
prevent a hat from slipping and 
includes a sturdy garment hook. 
The rack may be used singly or 
installed in series on walls or in- 
side closets. The rack is chrome- 
plated. It is shipped completely 
assembled, 12 to a carton, with 
screws furnished. Per dozen ship- 
ping weight is 9 pounds. Extra 
broken - package charge is 10%. 
Model No. 1179. Write Knape & 
Vogt. Manufacturing Co., Dept. 
AL, Grand Rapids 4, Mich. 


Steel Cross Bridging 


The use of Everguard Steel Cross 
Bridging is said to save up to 50% 
of labor costs. This is based on the 
time normally required to install 





wooden bridging. Everguard Cross 
Bridging is fireproof, with a rust- 
resistant finish. Made of 16 gauge 
steel, it fits all usual beam con- 
struction. It is supplied straight 
with flat ends which are easily bent 
in the nailing operation to conform 
to the beam arrangement. The 
Bridging allows maximum open- 
space area; pipe installations are 
made between joists, faster and 
easier. The angle ribbed design, 
placed with peak up, sheds dust 
that collects on wood bridging. For 
literature write Weatherguard 
Service, Inc., Dept. AL, 564 Jack- 
son Ave., New York 55, N.Y. 





New Copper-Jacketed Nail 


Fanner Metal Products Company 
is introducing a new type nail that 
departs in construction and design 
from others now on the market. 
The new nail is produced by a spe- 
cial process developed in Germany 
and now used by Fanner Metals 
in the United States. The mate- 
rial used is a special heavy-duty 
steel wire that has a thick copper 
jacket, molecularly welded to the 
steel, as opposed to copper coated 
or copper alloy types now avail- 
able. As illustrated, the copper 
jacket is uniform over the entire 








Trade Mark 


Registered 





PONDEROSA PINE 


High Altitude, Soft Textured Growth 


Modern Moore Design Dry Kilns 


Manufacturer and Distributor 


277 PAUL BUNYAN LUMBER CO. 


SUSANVILLE 


CALIFORNIA 








Januar, 
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Dicks-Pontius 
Mt ee | QUALITY 


z at 


we an 


IMPROVED VINYL-PLASTIC TILE FLOORING 


Available in both low-cost standard gauge 
and “e” heavy-duty thickness. 
Vinyl-Plastic throughout—no felt backing. 
Lasts for years! 


Can be installed on, above or below grade. 
Resists dirt, grease, acid, alkali and fire. 
13 striking color combinations. 


Write today for full details! 


DEPT. M9-1 
Minuktile 
since 1929 A LOL) | 
Joliet, Ill. * Long Beach, Calif. * Newburgh, N. Y 


ANCO Bag Trucks 
Pay For Themselves 








EXCLUSIVE... 


Only in an ANCO bag Quality is a big, important word at Dicks-Pontius! That's why 
truck can you get the 


/ /y D-P Glazing Compound performs so well on the job—and 
euctusive NOSE-PLATE Binge FREE why it sells so well to consumers. 
wheels. Rolls under eno sh os y (and easy) ; ; 
pallets with ease and plon for Here are the standout quality features of D-P Glazing 
cuts handling costs as pallets Compound: 
muck as one-half, and eemeaen P , 
: 1. Applies smoothly—not gooey or sticky! 
Easily handles up to 1200 Ibs. 2. Remains semi-plastic to resist vibrations! 
of BAGGED GOODS, SHINGLES, f ith ‘ d , d f \ 
LATH, CASE GOODS. 3. Perfect on either primed or unprimed surfaces! 
; , i! , 
Mail coupon today a 4. Won't harden in can—always ready to use! : 
ER. It's a money- i i iti i 
ily auto Gedieien, y 5. Right for many other uses in addition to Gasing! 
Get D-P Glazing Compound now—for your own glazing, 
and for extra profits through sales to your retail customers! 
ANTHONY TRUCK CO . . 
Paducah, Ky Comes in standard containers, | lb. and up. Order today! 
Please give us full information about the 


ANCO Pallet Trucks that do twice the work 
with half the effort 


Firm 


ell THE DICKS “==” PONTIUS COMPANY 
: DAYTON, OHIO 


Alexandria, Va. Decatur, Ga. 
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Here, for the first 
time in the history of the lumber 
industry, is an advertising pro- 
gram that is custom-tailored for 
you—doesn’t demand any of your 
time and is practically guaranteed 
to bring results. This program 
is now being used successfully by 
1,347 lumber dealers like yourself 
. HOME 


Improvement 


from coast to coast. . 
Maintenance & 
magazine. 


HOME Maintenance & Improve- 


ment is a big 68 page how-to-do-it 
magazine that we mail four times 
a year to a mailing list of your 
customers and prospective cus- 
tomers. It is packed with ideas on 
how to build, remodel, and repair 
—ideas that bring the reader or 
his neighbor right into your store 
to buy the products HOME mag- 
azine tells about. This is not just 
nickel and dime business, but big 
business like “house jobs,” com- 
plete materials for recreation 
rooms, garages, porches as well 
as big new sales in hardware, 
tools, paints; in fact, HOME sells 
everything you carry. See a copy 





and see what we mean—mail the 
coupon today. 


The readers come to you because 
you send him the magazine. Your 
name is on the cover and there is 
a full page ad devoted to you in- 
side the magazine. The editorial 
articles and yes, even the adver- 
tising tells the reader to come in 
to see you. HOME is the only 
publication in the lumber industry 
written solely for you, the lumber 
dealer, to sell a// the products you 
carry. Write for your copy today! 


The only cost to you is a service 
charge of 44c per year which is 

















ill make 1953 your 
BIG PROFIT YEAR! 

















less than 1c a wk. per every name MAIL ferelis Je} ,'| TODAY FOR YOUR 


you wish us to serve. This charge 

is based on the cost of imprinting & Re ia E i fe | PY Ce | F 1 ca)  @ | ME 99 
the covers of HOME with your : , 

company trademark, address and : 

telephone number; the cost of 
making address plates for your 
mailing list, the complete han- I am interested in the possibilities of your HOME Maintenance & Improve- 


dling of your list ond ts evan tu e ment magazine to build my sales and profits for 1953. Without obligation, 


: please send me a copy of “HOME” and more details as soon as possible. 
cludes our paying the postage. 

Our Customer-Prospect list is approximately: (Please check closest figure) 
Start the New Year right—right Less than 500 [] 500 [} 1,000 [} 5,000 [} 10,000 [) Over 10,000 


now. Mail the coupon today 


for your FREE copy of HOME 
and complete details on how 
you can make 1953 your big 
year for new sales and profits. 


Weds teen cchiveovbeneecadvurs 


MAIL TO: “HOME” Magazine, Dept. C-i 
139 N. Clark Street, Chicago 2, Illinois 





nail including the head. Because 
of the special machinery used in 
the manufacture, this is the first 
time a copper jacketed nail has 
been produced from copper clad 
steel wire. A complete line of func- 
tionally designed nails has been 
developed for vurious applications 
by Fanner Metals. These nails will 
be available in various lengths, 
diameters and head sizes and will 
feature unusual strength, rigidity 
as well as resistance to corrosion. 
Write Fanner Metals Products 
Company, Dept. AL, 2233 E. 67th 
St., Cleveland, Ohio. 


Adhesive For Kenrubber Tile 

KenSet adhesive has been cre- 
ated especially for cementing down 
KenRubber tile over concrete under- 
floors that are in direct contact 
with the earth. It is designated as 
KenSet Adhesive No. 7. It is in- 
tended only for installation of Ken- 
Rubber tile over on-grade concrete 
underfloors that are at least 12” 
above the surrounding ground level 
and with drainage away from the 
building. This adhesive is supplied 
in a unit consisting of a can of 
powder and a can of liquid. In a 
steel mortar mixing box the con- 
tents of the can of liquid are mixed 
with the contents of the can of 
powder, using a hoe or a trowel. 
Each unit when mixed will cover 
approximately 180 square feet and 
care should be taken to set the tile 
within 10 minutes after spreading, 
as the working life of the mixture 
is only 30 minutes. Write Kentile, 
Inc., Dept. AL, 58 Second Ave., 
3rooklyn, N. Y. 


Building Products Catalog 


Ready for distribution to dealers 
and jobbers is the new building 
products catalog of The Cleveland 
Steel Specialty Co., Inc. Known as 
E-1953, it features Cleveland's new 
building supply line, including 
basement windows, columns and 
area walls, fireplace fittings and 
equipment, ventilators of all types, 
package and mail receivers and 
clothes chute doors, as well as the 
company’s well-known lines of joist 
hangers, timber rings and other 
timber connecting devices. For 
your copy write The Cleveland 
Steel Specialty Co., Inc., Dept. AL, 
3765 E. 91st St., Cleveland 5, Ohio. 
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Price Quoting Made Easier 


The customer’s age-old question, 
“How much will it cost’? now can 
be readily answered with The Mar- 
lite E-Z Quote Plan, consisting of 
the new Dealer’s Marlite Estimator 
sheet and Marlite Job File folders. 
The Job File folders are printed 
in a manner which enables dealers 
to sketch the room layout and list 
the required materials right on the 
file folder. Any notes or corres- 
pondence pertinent to the job can 
be filed in the folder, for a per- 
manent record or prospect follow- 
up. The Estimator sheet enables 
dealers to quickly determine a pre- 
liminary cost estimate, based en- 
tirely on the total wall area to be 
covered. This easy-to-follow plan 
is designed to eliminate compli- 
cated figuring, and to help even 
the untrained salesman give a fast 
but accurate estimate on all Mar- 
lite jobs. Write Marsh Wall Prod- 
ucts, Inc., Dept. AL, Dover, Ohio. 


Sure-Step Ladder 


This new aluminum ladder is de- 
signed as an aid to better living 
and working. An outstanding fea- 
ture of the Hilton Sure-Step lad- 
der is the non-slip, full width flat 
step that makes climbing the lad- 
der as safe as walking upstairs... 
and, without holding onto rails. 
With the Sure-Step ladder you can 
stand safely all day, with the feet 
resting firmly on the Flat-Step. 
There are no rungs to tire or pain 


the arches—no need to balance on 
ball of feet. Through a specially 
installed dielectric barrier, the Hil- 
ton ‘“Sure-Step” Aluminum ladder 
offers positive protection against 
electrical contact. This feature 
available on request. Write The Hil- 
ton Manufacturing Company, Dept. 
AL, 1230 MI West Lisbon Ave., Mil- 
waukee 16, Wis. 


4 


© 


: 
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New Ajax Package Idea 


Ajax Hardware Manufacturing 
Corp. now makes a back plate for 
every knob and pull—thereby pro- 
viding dealers with an excellent op- 
portunity for a “package sale.” 
First, Ajax completed its line of 
concave and convex knobs and 
pulls. Then, a complete line of back 
plates was added. Now, every cus- 
tomer can be sold a drawer knob 
or drawer pull and a back plate. 
Back plates not only add beauty 
but also protect painted surfaces 
around knobs and pulls and are in- 
dispensable for covering up the old 
holes of knobs and pulls where the 
new knobs and pulls are to be 
used. The Ajax complete line is 
available in the five standard fin- 
ishes. Write Ajax Hardware Manu- 
facturing Corp., Dept. AL, 4351 
Valley Blvd., Los Angeles 32, Calif. 


Simpson Roof Slab 


Simpson Insulating Roof Slab, 
described as a revolutionary con- 
tribution to the insulating board 
industry, opens a new volume mar- 
ket for rigid insulation, performs 
a three-in-one service for home 
builders as roof deck, insulation 
and interior finish and is particu- 
larly adaptable to the increasingly 
popular flat and moderately pitched 
rambling type of residence. It is 
also available with acoustical per- 
forations (Simpson Noisemaster 
Insulating Roof Slab) for schools 
and public assembly halls. Write 
Simpson Logging Co., Dept. AL, 
1065 Stuart Bldg., Seattle 1, Wash. 
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USE KOKOMO KORNERS 


© for Asbestos Siding 
© for Lap or Bevel Siding 
© for Wood Shingle Siding 


They save application time and 

money, add to appeorance and 

durability. Kokomo Korners  sim- 

plify fitting, eliminate split siding, 

and planing or cutting at corners. Corners for 
wood bevel siding are aluminum, others are zinc, 
some available in colors. Holes provided where 
they are to be nailed. For complete details and 
free samples write— 


&\§ SUGHER MANUFACTURING -CO. 


BE 211 S. Main St 


Kokomo, Ind 











GILLIES BROS. & CO. Ltd. 


BRAESIDE, ONTARIO, CANADA 


Mfrs. of WHITE PINE (PINUS 
Genuine STROBUS) 
Also some Norway and Spruce 
AIR-SEASONED — WATER-CURED 
Rough or Dressed 
Capacity 28 million feet annually 


Sawmilis — Braeside and Temagami, Ontario 
1842 Member N-A.W.L. Assoc. 1952 




















oa Specialists in Oak Floor. - 
ing. General wholesal- ~~ 
4 ers of all fumber items. =- 
oe 
Contact us on your __ 








TO VOLUME 


it's PRICED i 


for clusive Interlock & Ventilat 


VOLUME! . g haem 


© 5 Quarter Frame. Exclusive 
p 
{ Pp Aye i) 


® Specially Treated Stain. Ex 


Territories Available. Price 
List & Sample on Request. 
@ PAPOOSE — the most 
economical Redwood 
“o - Combination. 
Lise) fe elema@e)| |. 7 vile). me 


STORM WINDOWS . 
WRITE _¢ PHONE OR WIRE FOR FURTHER INFORMATION 


4 
\\y Phone 
wy Frith Mele at uaiesa 
PA 


MANUFACTURING CO NY 
13330 W. McNichols Road, Detroit 35, Mich. 

















TANNEWITZ Otc: 


for Swing Saws 
SAVES $20 te $50 A MONTH 


30 Deys Free Iriel 


CaDtR MOW O88 MND FOR r 
J cmcutaR 


TANNEWITZ WORKS 


4 GaAn@ Garros 
mcmiGan 


<= 
&. 
{ <3 
asi 


ButLtpinc Propucts MERCHANDISER 


Beautiful — Versatile — 
A Real Sales Leader! 


SCREEN AND 
STORM DOOR 








Sells on sight 


and structurally is one of the strongest on the market! 
Can't sag 


door and grill are precision made of kiln-dried wood 
Grill is braced and permanently fastened to stiles and rails. Inter 
changeable storm and screen panels are made of extruded aluminum, 
and mount snugly in separate frame on inside of door. Grill protects 
screen and glass. Doors are ready to paint, may be used in a series 
for a distinctive porch enclosure—or a breezeway of unusual beauty. 








Seven patented pat- 
terns. Write today 
for folders and price 
list! 



























































‘CUSTOM DOOR CO. 


1723 N. Lake St. Rd., AURORA, ILL. 
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-- GAK FLOORING 

















SOUTHERN HARDWOODS 
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DIBOLL, TEXAS 


SALES OFFICE 


DIBOLL ano PINELAND, TEXAS 
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Steel Doors and Frames 

A new, illustrated 8-page bro- 
chure, just off the press, details 
complete information on metal 
doors, sliding bi-pass doors, B-La- 
beled doors, and engineered doors 
prepared especially for architects, 
contractors and builders. Brochure 
is complete with detailed drawings 
and specifications, and covers the 
complete line of steel doors and 
frames, single swing and double 
acting doors, sliding door and frame 
units, fire doors and all types of 
engineered doors. This brochure is 
sent without charge. For copy write 
Virginia Metal Products Corpora- 
tion, Dept. DD-AL, 60 Hudson St., 
New York 13, N. Y. 


New Line of House Numbers 


With the addition of a line of 
house numbers in yellow brass, the 
Macklanburg-Duncan Company 
line of Nu-Art house numbers is 
now available in a double size up- 
right display case. The new line of 
yellow brass numbers, added to the 
present lines of stainless steel and 
bronze numbers, give customers a 
chance to match their house num- 
bers to other yellow brass hard- 
ware already available for home 
decoration. The double display 
case helps dealers to increase sales 
by offering two complete lines in 
one minimum counter space dis- 
play case. The upright position of 
the case adds to the sales appeal 


of the popular item by displaying 
it in approximately the position of 
its actual use. New dealers who 
wish to get the double display case 
free may do so by ordering com- 
plete assortments of numbers in 
any two of the three metals. Deal- 
ers now carrying one complete line 
of any finish may get the double 
case by ordering one additional set 
of the new line desired. When or- 
dering this way dealers should 
specify which line they already 
carry, so that the display case will 
be sent with the proper labels at 
the bottom front of the case. Write 
Macklanburg-Duncan Co., Dept. 
AL, Box 1197, Oklahoma City, 


: 


Adjustable Shelf Supports 


Leigh Adjustable Shelf Supports 
are available in two sizes—-24” and 
18” length. One set includes 4 sup- 
ports, 8 brackets and necessary 
screws—all packed in an attractive, 
two-color carton that is ideal for 
storage and over-the-counter sales. 
Shelf Supports are painted in beige 
prime coat and may be repainted 
to match cupboards. Brackets are 
electroplated. Leigh Adjustable 
Shelf Supports require no cutting 
or fitting and offer the builder, 
cabinetmaker and homeowner an 
easy, low-cost method of putting 
up adjustable shelving. Write Leigh 
Building Products Division AL, Air 
Control Products, Inc., Coopers- 
ville, Mich. 


New Roof Insulation 


Channel-Seal roof insulation, an 
outstanding development in quality 
roof insulation, features a special 
bevel on the four deck-side edges 
of each unit. When units are ap- 
plied, a network of triangular 
channels is formed between roof 
deck and insulation, equalizing air 
pressure between roofing and deck. 
It protects against localized pres- 
sure build-up with consequent blis- 
tering or separation of felt and 
insulation. Asphalt-coated on sur- 
faces and edges. Made from Celo- 
tex cane fibreboard — lightweight, 
strong, rigid, tough and treated to 
resist fungus attack. Available in 
24” x 48” size in thicknesses of 1”, 
114” and 2”—all laminated. Write 
The Celotex Corporation, Dept. 
AL, 120 S. La Salle St., Chicago 
3, Til. 
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Rippolite Panels 


Alexander H. Kerr & Co., Inc., 
Panel and Plastics Division, intro- 
duces Rippolite translucent, struc- 
tural panels. These lightweight, cor- 
rugated, flat, and molded panels of 
glass fiber, reinforced plastic are 
the result of years of research. Rip- 
polite, “with its sealed-in beauty, 
brings soft, colorful lighting effects 
to interiors and enduring beauty to 
exterior installations.”’ It allows 
light transmission without glare 
and minimizes heat from sunlight. 
Uniform color intensity gives uni- 
form diffusion of light, making Rip- 
polite ideal for skylighting or 
any decorative lighting installation. 
Glass fibers bonded in plastic give 
strength to Rippolite panels that 
exceeds building code requirements. 
Rippolite panels are available in a 
variety of attractive colors, in 
standard lengths up to 12 feet and 
widths up to four feet. Write Rip- 
polite, Alexander H. Kerr & Co., 
Inc., Kerr Panel Division AL, 3440 
Wilshire Blvd., Los Angeles 5, 
Calif. 


New "Corner Guard" 

Correctly finished corners in dry- 
wall construction are assured with 
Corner Guard, the new, improved 
all-steel guard—with small bead 
requiring a minimum amount of 
spackle. Precision made for per- 


BuiLtpinc Propucts MERCHANDISER 


manence and strength, it is easily 
installed by nailing through wall- 
board to stud—thus assuring a 
permanently secure assembly. 
Rounded nose on Corner Guard 
gives additional protection against 
hard bumps and knocks. The prod- 
uct is knurled for good spackle 
adhesion. It is available in 1” x 1” 
size—8 foot lengths. Write Dry- 
wall Trim, Inc., Dept. AL, 2408 
North Farwell Ave., Milwaukee 
11, Wis. 


New Grass Shear 

This new grass shear called the 
Henry “Sherelite’ has handles of 
strong aluminum alloy instead of 
the usual malleable iron, making 
it much easier to carry around and 
less tiring to the hands, particu- 
larly women’s. These handles not 
only have a very comfortable grip, 
but are also offset high above the 
level of cut, so that there is no 
danger of barking the knuckles! 
The blades are of finest quality 
stainless steel, precision ground; 
good for long edge life. Also, 
unique floating action spring ten- 
sion adjusts the blades to the cut, 
thus protecting them from being 
sprung if overloaded. The tension 
can be set with the adjustable 
spring nut. Another feature is 
that this shear may be easily 
taken apart so that the blades can 
be reground the full extent of the 
cutting edges. Write J. T. Henry 
Manufacturing Co., Dept. AL, 
Hamden, Conn. 


Gates New Panel-Form 

Gate’s newly improved 
Form are said to produce the 
smoothest, evenest walls you've 
ever seen, and without an initially 
outsized investment. Used in con- 
junction with Gates Concrete Form 
Ties, the Panel Form can mate- 
rially reduce the cost of forming, 
when the number of uses justifies 
the initial expenditure. Additional 
savings are attained because the 
use of panel forms permits the 
use of new lumber, free of con- 
crete grit in subsequent building 
operations. Faster forming than 
ever before, Panel-Form can be 
built with 34” form plywood and 
2x4’s purchased from lumber deal- 
ers. Gates furnishes the ties and 
hinge straps which have been prop- 
erly engineered by Gates to do 
the job. These exclusive hinge 
straps are available at a very low 
cost. Write Gates & Sons, Dept. 
A.L., 80 S. Galapago, Denver, Colo. 
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THE NEW ( Wood 


Re. 
caide 


OVERHEAD 
GARAGE DOOR 
LINE 
has a style and size 
for every need 


—— ee y 


ALDER ' 


CALDER COMMERCIAL DOOR 


Here's a brand new line of doors 
that has everything. Made by a 
manufacturer with over half a cen- 
tury of designing and engineering 
experience, the new Calder doors 
are available in every conceivable 
size and style for every conceiv- 
able need. Special designs and 
sizes to order and for extra ap- 
peal te the customer and extra 
profit for you—all Calder doors 
can be equipped with radio con- 
trolled electric operators. 

Send for complete 

information and 

our new, free, 

illustrated catalog. 


calder 


MANUFACTURING CO. 
LANCASTER 14, PENNA. 








Sav-A-Roller 


Sav-A-Roller provides an excel- 
lent way of cleaning and storing 
paint rollers. It fits all standard 
sizes of paint rollers and allows 
the user to change rollers com- 
pletely in 30 seconds. The product 
is sold ready to use, including one 
quart of a completely new scien- 
tificially compounded solution for a 
fast easy job of roller cleaning. 
This cleaning fluid for refills is 
available in one quart containers. 
Sav-A-Roller holds the roller sus- 


pended in the cleaning fluid. The 
roller never touches the sides, top 
or bottom of the container. This 
eliminates any chance of injuring 
the roller. A patented reservoir 
holds all of the paint residue, al- 
lowing paint to settle faster for 
easier cleaning. Sav-A-Roller is 
constructed for years of service, 
with a simple screw on cap, that 
will hold all standard size paint 
rollers. Write Sav-A-Roller Cor- 
poration, Dept. AL, 4800 So. Cali- 
fornia Ave., Chicago 32, IIl. 


New Steel Kitchens 


Republic Steel Corporation will 
manufacture and market a new 
line of steel kitchens under its own 
trade name early this spring, C. M. 
White, president, announced. ‘The 
new steel kitchens will be fabricat- 
ed by Republic’s Berger Manufac- 
turing Division at Canton, where 
more than $1,000,000 has _ been 
spent retooling Berger Plant No. 
2,” Mr. White said. R. W. Helms, 
general manager of sales for Berg- 
er Manufacturing Division, will di- 
rect the new steel kitchen program, 
which has been under development 
for more than a year. To enter the 
steel kitchen market, which has 
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® LAVELLE CEDAR LIMITED 


MANUFACTURERS OF 


B. C. RED CEDAR SIDING, SHINGLES, LATH 


PORT MOODY, B.C 


for over 40 year 


CANADA 





W. R. Wrape Stave Company — Industrial Lumber Company 
Little Rock, Arkansas 
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— Oak Dimension Stair Treads 
Oak Trim and Moulding 





January 


been estimated at $200,000,000 an- 
nually, Republic is creating a new 
nation-wide sales organization with 
distributors and dealers located 
throughout the United States. 
Write Berger Manufacturing Divi- 
sion AL, Republic Steel Corpora- 
tion, Canton, Ohio. 








All Wood Combination Units 


This new all-wood combination 
unit is made of the finest kiln-dried 
Ponderosa Pine treated with a toxic 
preservative to resist rot, termites 
and moisture. There is no chance 
of rusting or ‘sticking due _ to 
climatic changes. Installation is 
simple—-can be done by the home- 
owner in a few minutes. These 
units are completely weather- 
stripped and fit any size wood win- 
dow frame. According to the manu- 
facturer, Moore All Wood Self- 
Storing Screen and Storm Sash 
cost about the same as screen and 
storm windows. Write Moore Sash 
Company, Department AL, P. O. 
Box 420, Scottsbluff, Neb. 


New Backer Board 


Made from Celotex asphalt-im- 
pregnated cane fiberboard, backer 
board is applied with wood shingles 
over fiberboard sheathing by 2” 
annular grooved, galvanized nails, 
producing a wall of superior 
strength and insulation value. It 
furnishes a uniformly smooth and 
permanent undercoursing, and adds 
insulation value about twice that 
of ordinary double-course shingling 
application. The large units, made 
highly moisture - resistant by as- 
nhalt-impregnation, help to seal 
walls against wind and weather in- 
filtration and give stronger walls 
with richer, deeper shadow lines. 
Available in units 1342” x 48” and 
15%” x 48”, 3%” thick. Write 
The Celotex Corp., Dept AL, 120 S. 
La Salle St., Chicago 3, Ill. 
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FRANKLIN GLUE 
HARDWARE WEEK 
peng GIVES YOU 


24 tubes of Franklin 
- Glue -- 59 hook 
motches 


Genulhe 
HIDE GLUE 


Franklin Glue is the only genuine HIDE GLUE 
in liquid, ready-to-use form for retail sale. It's 
universally used by the woodworking industry and 
has been adopted and enthusiastically acclaimed 
for Industrial Arts use in schools in every state in 
the Union. Franklin Glue is “the choice of fine 
craftsmen everywhere.” 


This Hardware Week Special gives you a profit 
of $9.30 on a purchase of only $11.40. Your sales 
are assured by the largest ads in color of any 
glue in the home crafts publications. In addition, 
Franklin Glue is part of the irha Hardware Week 
promotion and offers free matches, window 
streamers, counter displays, folders and news- 
paper mats as an extra help for you at the point 
of sale. 


KIT CONTENTS AND PRICES 


g6 FREE TO SELL @ 15¢ EACH 
v4 ru 12 — 1, PINTS TO SELL @ 50c EACH 
6— 1. PINTS TO SELL @ 85¢ EACH 
4— PINTS TO SELL @ $1.50 EACH 


PLUS BOX OF RETAIL YALUE . $20.70 
50 BOOK MATCHES FOR ONLY 


NATIONALLY 
ADVERTISED, TOO! 


THE FRANKLIN 


147 W. Chestnut St. 
Columbus 15, Ohio 


44.9% PROFIT ... .$ 9.30 


Order from your wholesaler 


Available only until April 15th 
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GLUE COMPANY 























FLIP...and it’s OPEN! 
ZIP... and it’s CLOSED! 


Pre-packaged, Ready-to-Install 
NOVOPLY* SLIDING DOOR UNITS 
assure permanently trouble-free service! 


Novoply Sliding Doors are s-m-o-o-t-h, e-a-s-y glid- 
ing doors! An adult can push ’em back and forth 
with a finger...and even a little child can always 
work them without any trouble at all! 


These precision-built units are very simple to install 

.. easy to adjust. Made of the flattest paneling ever 
produced — beautiful 34” thick Novoply — they are 
guaranteed not to warp more than ¥”, if properly 
installed. 


They come pre-packaged, with pre-cut jambs and 
header as well as all necessary hardware, including 
ball-bearing top guide rollers and overhead track. 


Ideal for closets and non-loading bearing partitions 
between rooms. Novoply Sliding Doors are wanted 
for new and remodeled homes ... office buildings... 
apartment houses .. . hospitals, schools, motels and 
trailers. A tremendously profitable market you can’t 
afford to miss! 


So see these Novoply Sliding Door Units right away. 
Our warehouses have them in stock and will give 
you aggre ere Gotan, yeni use coupon below. 


tente ott » 


UNITED STATES PLYWOOD CORPORATION 


World's Largest Plywood Organization 
55 West 44th Street, New York 36, N. Y. 


Please send me further information, dimensions, etc 


, on Novoply Sliding 
Door Units 


Nome 


Address 


City State 





New 30-Inch Leaf Mill 


Jacobsen Manufacturing Com- 
pany has announced that its new 
30-inch Leaf Mill is now in full 
production. Big advantage of the 
Leaf Mill is the fact that it elim- 
inates all raking, hauling and burn- 
ing of leaves —completely solves 
the leaf disposal problem. It brush- 
es leaves into the hopper, grinds 
them into minute particles and 
redeposits them as a soil mulch. 
The machine is designed so that 
sticks, stones, etc., are ejected 
without any damage to the ma- 
chine. Operator can keep rolling 
right over grounds where twigs are 
mixed with the leaves. For de- 
scriptive literature on this new 
unit, write Jacobsen Manufactur- 
ing Company, Dept. AL, Racine, 
Wis. 


Moldings Standardized 

The Western Pine Association 
has recently issued a booklet on 
pine moldings. The booklet con- 
tains 71 profiles of molding pat- 
terns dimensioned in inches and 
presented full scale. Standardized 
case and base moldings have long 
been needed by the industry, and 
with the publication of this pamph- 
let (G-22), the need is fulfilled. 
Write Western Pine Association, 
Dept. AL, Yeon Bldg., Portland 4, 
Ore 


Chromedge Sink-Lok Frame 
All sizes and shapes of the ex- 
truded-aluminum Chromedge Sink- 
Lok Frames are now available in 
stainless steel. This patented 
frame does a multiple job an- 
choring flat-rim sinks to the cab- 
inet top, sealing the joint between 
sink and counter, and gripping 
edges of coverings so they can’t 
curl up or pull loose. The new ad- 
dition now makes available a se- 
lection of four finishes—aluminum 
frames in polished finish or the 
rubproof, anodized chromalite fin- 
ish and stainless steel frames in 
either bright or satin finish. Sink- 
Lok frames fit wood or plywood 
sink cabinet tops from °4 inch to 
1', inehes thick, including the 
covering material. Among other 
advantages, this wide choice of fin- 





SAVE TIME—MONEY—MANPOWER 
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Investigate THE HANDIBELT 





ishes now makes it possible to 
match the sink installation with 
any highlighting metal trim on 
kitchen appliances. For fully illus- 
trated bulletin, write the B & T 
Metals Company, Dept. AL, Col- 
umbus 16, O. 


~ 
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Aluminum Anti-Rust Paint 


A new anti-rust paint known as 
PCA-102 Aluminum, is made of 
doubly pigmented aluminum mixed 
with a clear base vehicle. The 
latter is identical to PCA-101 
which Paint Corporation of Amer- 
ica has sold for many years as 
a clear rust inhibitive. Because 
of its use of the clear anti-rust 


in the service 
of Lumbermen 


@ Specialists in protection 
for the lumber industry. 


@ professional safety engineers. 


@ more than 90 branch claim offices 
coast to coast and in Canada. 


Substantial dividends have been returned to 
policyholders since organization in 1912. 


Lumbermens “4 4U) GHYNY 


Operating in New York state as 
Lumbermen’s Mutual Casualty Company of Iilinois 
James $. Kemper, chairman ¢ H. G. Kemper, president 

Chicago 40 








GET YOURSELF MORE 
BUSINESS by using our car- 
toons in your newspaper 
advertising. There are 104 
cartoons on Remodeling, 
Roofing, Additions, New 
Homes, etc. Mats come in 
| and 2 column sizes. Also 
350 tie-in copy suggestions. 


This compact, lightweight, reversible-belt conveyor 
unit handles and elevates bundled and sacked com- 
modities — flooring, lath, cement — to proper height 
for loading materials into car or truck. Two types: Cartoons will get you more 
No. 11 elevates to 7 ft. 6 ins.; No. 16 elevates to 10 ft. } ; 

. ‘ ins. | readers per advertising $. 
6 ins. Write for HANDIBELT Bulletin No. AL-13. n 13 : 
Write today for FREE proofs 
ae and complete information to: 








“4 think we should build a room on LIL-AD FEATURES, 


the castle Dear. Soon you'll hear the 
splashing of little fins!” RFD 3, Santa Ana, Callf. 


STANDARD CONVEYOR CO. 
General Offices 
North St. Paul, Minnesota 
Sales and Service in 
Principal Cities 


CONVEYORS 
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base, PCA-102 Aluminum can be 
applied easily and quickly without 
any possibility of the base “‘bleed- 
ing” through. According to the 
manufacturer, the clear base also 
gives PCA-102 a 10 percent bright- 
er appearance than ordinary alumi- 
num paints. It likewise permits 
better “leafing’” of the aluminum 
flakes to form a _ moisture-proof 
coating. PCA-102 Aluminum can 
be applied by brush or spray right 
over rust without priming, scrap- 
ing, wire brushing or sandblasting. 
It is said to be equally effective as 
a rust preventive when applied over 
any kind of new metal surface. 
Write Paint Corporation of Amer- 
ica, Dept. AL, Fidelity Building, 
Cleveland 14, Ohio. 


For More Paneling Sales 


VL & P Merchandising Display 
placed in a dealer’s window or on 
the counter, sells more paneling, 
helps architects and contractors 
select design schemes. Three 2’x3’ 
panels show 24 beautiful strips of 
solid wood, both foreign and do- 
mestic. Write Veneer Lumber & 
Plywood Co., Dept. AL, 2637 S. 
Throop St., Chicago 8, IIl. 


E-Z Way Draw Bar 


The E-Z Way Draw Bar is said 
to be the only tool that will draw 
up crooked or warped sheathing 
for ready nailing over studs, joists 
and rafters. It works equally well 
on tongue and groove, ship lap and 
common lumber. It will not slip 
simply set nails in crooked board, 
take Draw Bar with one hand, 
draw down tight and nail with 
other hand. Invented by a contrac- 
tor, the E-Z Way Draw Bar is now 
a proved essential tool. It not only 
makes handling crooked lumber an 
easy task, but saves many feet of 
lumber that otherwise would be 
discarded or wasted. Made of high 


Buttpinc Propucts MERCHANDISER 


carbon steel, the E-Z Way Draw 
Bar is 25” long; weighs 2! Ibs. 
There is nothing to get out of 
order and it should last many 
years. Also used as a pry to take 
the twist out of rafters and joists. 
Write Honeycutt Mfg. Co., Ine., 
Dept. AL, 2715-17 Oak St., Kansas 
City 8, Mo. 


"Siliconiz"’ 

A product called “Siliconiz” 
which has been on the market for 
several years as a waterproofing 
and protective coating for fine pho- 
tographic lenses, also provides equal 
waterproofing action on concrete 
and porous masonry. A Siliconized 
wall reportedly sheds water like a 
duck’s back, year after year, be- 
cause Siliconiz does not oxidize, 
weather off or deteriorate in any 
way. Siliconiz penetrates as deep 
as a half inch in porous material, 
and effectively repels water until 
the stone is worn off to this depth. 
A Siliconiz treatment is transpar- 
ent, and does not change the color, 
texture or appearance of the ma- 
sonry in any way. It minimizes 
efflorescence by preventing the ab- 
sorption of water. It prevents peel- 
ing of interior paint by stopping 
the water-absorption which pushes 
paint off, and it prevents freezing- 
damage to exterior surfaces by 
keeping the water out. Write the 
Lockrey Company, Dept. AL, South- 
ampton, N. Y. 


SEND FOR THESE: 


Use of the Ez-Way Folding Stair 
way in converting waste attic space 
has been illustrated and detailed in 
a new two-color brochure. The bro- 
chure also describes construction 
features, ease of operation and in- 
Stallation, and lists specifications or 
materials and design. A_ section of 
the brochure illustrates and describes 
the Ez-way Folding Stairway Model 
No. 18, standard for use in homes, 
garages, and cottages, and Model No 
22, heavy duty and recommended for 
commercial installations or for ga- 
rages and homes where it will bear 
the burden of heavy loads. Literature 
is available Write Ez-Way Sales, 
Inc., Dept. AL, Box 300-3, St. Paul, 
Minn. 


The Pak-Loader system for han- 
dling materials in unit loads without 
the use of pallets is described in a 
new bulletin. Using a special steel 
plate and a fork truck equipped with 
a pusher attachment, this system is 
said to provide all the advantages of 
palletized handling .without the need 
for an investment in pallets. Load 
ing is accomplished by having the 
fork truck push the plate under the 
load, thereby, eliminating all manual 
handling. When using this method, 
the truck deposits the plate in front 
of the load. For a copy of this bulle 
tin, P-1173-A, write Yale & Towne 
Manufacturing Co., Dept. AL, Phila 
delphia 15, Pa. 





YOU'LL 
~ MAKE 
MORE in’53” 


USE THIS HARD-SELLING 
WALLOP IN YOUR BUSINESS 


Why do business the hard way? 
Streamline your selling. With 
ABC financing no merchant in 
town can offer more inducements 
to buy than you. This easy month- 
ly payment plan will give your 
business a hard-selling wallop. 
You can offer your materials and 
services at no money down and 
give 36 months to pay. And in 
addition, you receive your money 
from ABC immediately; your 
working capital will always be 
available for new opportunities. 
Yes, it all adds up to more profits 
for you in ‘53. Call your nearest 
ABC office for details today. 


WUCLUD ae 


ABC 


“ 
SETTER cRED\' PLS 


Your best sales tool—the ABC 
finonce plan. Ask us today. 


ALLIED 
BUILDING CREDITS 


INC. 


Specialists in Property Improvement 
and Modernization Sales Financing 


BRANCH OFFICES: BALTIMORE, BIRMING- 
HAM, BOSTON, BUFFALO, CHARLOTTE, CHI- 
CAGO, CINCINNATI, CLEVELAND, COLUMBUS, 
CORPUS CHRISTI, DALLAS, DAVENPORT, DEN- 
VER, DES MOINES, DETROIT, HOUSTON, IN- 
DIANAPOLIS, KANSAS CITY, LOS ANGELES, 
MILWAUKEE, MINNEAPOLIS, NEW ORLEANS, 
OKLAHOMA CITY, OMAHA, PHILADELPHIA, 
PHOENIX, PITTSBURGH, PORTLAND, ST. LOUIS, 
SALT LAKE CITY, SAN FRANCISCO, SEATTLE, 
SOUTH BEND, TAMPA, TOLEDO 


GENERAL OFFICE: BOX 3426 TERMINAL 
ANNEX, LOS ANGELES 54, CALIFORNIA 





NAMES IN THE NEWS 


New Seidlitz Exhibit 


The Seidlitz 
Paint and Var- 
nish Company, 
Kansas City, Mo., 
is unveiling its 
new trade show 
exhibit featuring 
the “Modern Mer 
chandising 
lwins,” Multi- 
Tint and Satin 
Tone, at leading 
paint, lumber and 
hardware trade 
shows during 
the 1952-53 sea 
son. The large 
can in the center 
rotates constant 
ly, featuring Mul 
tiTint and Satin 
Tone alternately. 
The colorful Mul 
tiTint and Satin 
Tone product la 
bels, plus certain specialty products, 
are featured in illuminated shadow 
boxes in both wing sections. 
The introduction of a new Alkyd 
Flat Enamel called, “OilTone,” in the 
firm’s patented MultiTint line, avail- 


Wood Conversion Co. Opens 


The Wood Conversion Company, 
St. Paul, Minn., a Weyerhaeuser affili- 
ate, has opened a new sales office in 
San Francisco to better serve the 
western states, according to M. S. 
Wolf, general sales manager. 

J. M. Godley, Sr., western district 
manager, heads the new office located 
in the Monadnock Building. 

The decision to serve the west from 
San Francisco follows expansion of 
the company’s western territory sales 
organization in recent years, accord- 
ing to Mr. Wolf. In turn the com 


The Tile-Rite Comany Expands 


ten Hirsch, president The Tile-Rite 
Company, Clevelané, Ohio, manufac- 
turers of Tile-Rite plastic wall tile, 
announces the removal of the com- 
pany’s plant to a new building at 4105 
Harvard Ave. 

This new brick and stone building 
in Cleveland has more than four times 
the floor space of the former plant. 


72 





able in 125 colors, plus a new Texture 
Wall Finish called, “SatinTex” in the 
latex rubber base line, are added fea- 
tures of the Seidlitz exhibit. Continu- 
ous demonstrations will be conducted 
and attractive draw prizes offered 


Office in San Francisco 


pany’s building and industrial prod 
ucts’ sales have kept pace with the 
area’s growth. Westward population 
shifts and the increase of new indus- 
tries since World War II have created 
markets prompting the location of 
the new office in San Francisco to 
serve this area better. The Wood 
Conversion Company’s family of soft 
insulation and board products have 
been on the market over 30 years 
and long favored by western builders 
because of all around efficiency in the 
varied western climates. 


Entirely without posts, the new build- 
ing permits streamline production; 
the extra high ceilings and abundant 
light provide ideal working condi- 
tions. 

Additional machinery and equip- 
ment have been installed to handle 
the increased demand for Tile-Rite 
Plastic Wall Tile. Increased ware- 
house space insures a constant sup- 
ply of finished tiles in all colors. 


January 


Glidden Buys Paint 
Plant in Southeast 


In a move to double its paint and 
varnish business in the southeast, 
Glidden Co. announced the purchase 
of the Eagle-Picher paint plant in 
Atlanta, Ga. 

Adrian D. Joyce, chairman, said 
Glidden will be turning out Glidden 
paints by February and will be in 
full production as soon as the first 
plant additions are completed early 
next summer. 

Glidden’s Atlanta plant superinten- 
dent will be Walter S. Herner, and 
the laboratory there will be headed 
by Harold G. Hayward, both from 
the paint and varnish division head- 
quarters in Cleveland. 


Bernet Changed to Flambeau 


Officials of the Central Lumber 
pany, Stillwater, Minn., who bought 
the Bernet Lumber Company at 
Ladysmith in Dec. 1951, are now 
changing the name of this corpora- 
tion to Flambeau Lumber Company. 


Convention Give-Away 


The Abesto Manufacturing Corpo- 
ration will award a pair of 10 x 50 
high powered, prismatic binoculars 
complete with genuine leather carry- 
ing case to a lucky convention visitor. 
You don’t have to be present at the 
drawing to win—just fill in a card 
when you register. You may be the 
lucky person to take home this award 
if you attend one of the following 
conventions: 

Ohio Jan. 7-8-9, 72nd Annual Convention 
& Building Materials Exposition at the Nether- 
land Plaza Hotel in Cincinnati; Kentucky 
Jan. 12-13-14, 48th Annual Convention & Build 
ng Materials Exhibit at the Brown Hotel in 
Louisville West Virginia Jan. 26-27, 40th 
Annual Convention at the Daniel Boone Hotel 
in Charleston; Michigan Feb. 3-4-5, Annual 
Convention & Building Material Exhibit at the 
Civie Auditorium in Grand Rapids; Mlinois 
Feb, 10-11-12, 63rd Annual Convention & Build- 
ing Materials Exhibit at the Hotel Sherman in 
Chicago; Wisconsin Feb. 17-18-19, Annual 
Convention & Building Material Exhibit at the 
Milwaukee Auditorium in Milwaukee; Indiana 

March 3-4-5, 69th Annual Convention & 
Building Materials Exhibit at the Murst Tem- 
ple in Indianapolis. 
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‘Qucar PINE 


from Superior Lumber Sales Co. 
* 


Quality lumber from the finest mills 
in California, Oregon and Washington. 


SUGAR PINE 
PONDEROSA PINE 
MOULDINGS 


DOUGLAS FIR 


WHITE FIR 
REDWOOD 


@ Kiln Dried or green @ Sugar Pine Pattern Lumber 


© Industrial Lumber all species 


® Douglas Fir Studs 


@ Retail and Distribution Yard Lumber 


SUPERIOR LUMBER 
SALES COMPANY 


920 9th ST. * Phone HUdson 4-8216 
SACRAMENTO 14, CALIF. 


COUNTERBALANCED 


® lower cost 
¢ installed faster 
* for better styling 


Inexpensive windows 

make an excellent sell- 
ing point when they're 
hung with Pullman Sash 
Balances. Weathertight, 
noiseless, trouble-free op- 
eration. Alert architects 
now specifying them for 
homes, schools, hospitals 
—all kinds of commercial 
and industrial buildings. 
The Pullman method per- 
mits quick installation (10 
to 15 minutes per window), 
uniform mortise size— 


FALSE HEADER wide scope in window de- 
LAYOUT sign, maximum light area. 


muy Write today for full specs: 


Pullman Manufacturing 

sah a ger etoseab leh Corp., 325 Hollenbeck St., 
inpurect workmanship of mata tertentegt | Rochester 5, N. Y. 

the building in which they're installed. 


PUAN San Adon 
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THREE'S A WINNER ! 


The three BIG WINNERS in the STA-DRI line are Mineral Paints for 


masonry, Instant Water-Stop hydraulic cement and Clear-Coat 5% silicone 


water repellent. They're winning consumer friends because STA-DRI 


the first 


time. Thousands of architects, builders, contractors and home owners 


masonry finishes are easy to use, economical and really work 


know that STA-DRI has the answer to stopping water and decorating 
masonry. STA-DRI wins for dealers all over the country. Backed by hon 
est reputation and national advertising, here is the time-tested, volume 
getting, dependable line that’s winning profits 


Investigate today 


STOCK STA-DRI 
@ Mineral Paint 
@ Silicone Clear-Coat 
@ Instant Water-Stop 
“It's smart to STA-DRI! 


AMERICAN 
STA-DRI 
COMPANY 
Brentwood, Md. 





Exclusive new plastic-faced plywood 


en gineered for paintin g 





BUILDERS WANT GPX GREEN 


A better painted surface in half the time and with 
half the paint means big savings for builders, .. with 
more satisfied customers, too. Show your builder 
customers how GPX GREEN will work for them in 
exterior siding, interior walls, cabinets, built-ins, 
shutters, etc. You'll start putting GPX GREEN in 
their homes and more money in your pocket. 


INDUSTRIALS WANT GPX GREEN 


GPX GREEN cuts the high cost of plant maintenance 
because it’s so easy to finish and paint lasts so 
much longer. Tell this story to all your industrial 
customers and start shipping them GPX GREEN for 
displays, fixtures, wall paneling and hundreds of 
uses in finished manufactured articles. 
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SPEEDS FINISHING AND CUTS COSTS FOR EVERYONE WHO PAINTS! 


If he paints it, he’s your prospect for 
GPX GREEN. Never before have the require- 


ments of paint dictated the specifications of a 


building material... never before has paint- 


ing been made so fast, so easy and so satis- 


fying as with GPX GREEN. Here’s why: 


@ It’s smoother and never needs sanding 

@ It's absolutely check-free and crack-free 

@ It reduces grain raise to the minimum 

@ It takes less paint—can be covered with one coat 
@ It makes paint last two to three times longer 

@ It bends to the same low radius as ordinary plywood 


GPX GREEN is a new material combining the 
miracle of modern plastics with the structural 


HOME HANDYMEN WANT GPX GREEN 


Show the weekend carpenters how they can do a real pro- 
fessional job in their limited time with GPX GREEN. Show 
them how easy it is to make their own cabinets, furniture, 
toys and many other useful articles. GPX GREEN is a natural 
for your Saturday morning trade. 
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strength of plywood . . . it is a top-grade, solid 
core Douglas Fir plywood, faced on each side 
with a plastic overlay locked into the fibers 


of the wood. 


GPX GREEN is less expensive for you to 
stock. One grade serves all purposes—both 
interior and exterior. One overlay weight 
provides the ideal painting surface for all con- 
ditions. Standard 4' by 8' panels come in 
thicknesses from 5/16" to 14%". Call your 
G-P representative today for the complete 
story on GPX GREEN, the new plastic-faced 


plywood that’s engineered for painting. 


IT’S EXCLUSIVE... 
IN COLOR AND SURFACE 


After a decade of experience in plastic-faced plywood, 
Georgia-Pacific brings you a paint grade plywood that’s 
years ahead. GPX GREEN is made to an exclusive formula 
developed by Georgia-Pacific to meet the most exacting 
conditions. So look for green—GPX GREEN ...if you want 
the surface that’s engineered for painting. 


ws GP) 


GEORGIA — PACIFIC 
PLYWOOD COMPANY 


611-AlNorthCapitolWay,Olympia, Washington 


OFFICES OR WAREHOUSES IN: Augusta, Baltimore, Birmingham, 
Bosten, Chicago, Cleveland, Columbia, Detroit, Fort Worth, 
Lancaster, Los Angeles, Louisville, Memphis, Nashville, 
Newark, New Castle, New Hyde Park, New Orleans, Olympia, 
Orlando, Philadelphia, Pittsburgh, Providence, Raleigh, 
Richmond, Savannah, Vineland. 


DOUGLAS FIR PLYWOOD + WEDGEWOOD WALL PANELING - GPX 
HARDWOOD PLYWOOD + SOUTHERN & WESTERN LUMBER - DOORS 





B. F. Goodrich Renames Its Plastic Floor Tile 


staff of the 
Flooring Division 
gathered for their annual sales con- 
ference at the Watertown, Mass., 
plant on December 15, 16 and 17. The 
conference was directed by W. Brown, 
Jr., general manager of the Flooring 
Division. 

In addition to several tours of the 
factory and group meetings on new 
developments and policies, the sales 
men heard the dramatic announce 
ment by Mr. Brown that B. F. Good 
rich has renamed its vinyl plastic 
floor tile, formerly known as Arra- 
flor. It is now called B. F. Goodrich 
Koroseal Floor Tile. The names B. F. 
Goodrich and Koroseal have long been 


Members of the sales 
B. F. Goodrich 


[nome Pron: 
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accepted as assurance of dependabil- 
ity and quality, along with the many 
advantages to be found in this one 
floor tile. It is termed by company 
representatives as “the Greatest 
Stride in Flooring.” 

1953 sales objectives and distribu- 
tion plans were explained by Edward 
L. Farr, Jr., sales manager. The 
largest advertising and promotional 
programs in the history of the com- 
pany were presented by Paul N. 
Swaffield, advertising director, and 
Harold PD. Talbot, sales promotion 
manager. On Wednesday evening, 
December 16, the salesmen attended 
the annual banquet as guests of Presi- 
dent Raymond H. Blanchard. 


Thomas Products Company Holds Sales Session 


Fifteen sales representatives 
of Thomas Products Company, Detroit 
roller painter manufacturer, con- 
verged on Detroit recently from all 
parts of the country for a two-day 
sales meeting. After a thorough brief- 
ing on the Thomas line and an in- 
pection tour of the new Thomas 


Sherman Bishop Re-joins Union 


The appointment of Sherman A. 
Bishop as vice president in charge 
of sales was recently announced by 
President Otis R. Johnson of Union 
Lumber Company, San _ Francisco, 
Calif. In accepting the vice-presi- 
dency of Union Lumber Company, 
Mr. Bishop retires from his position 
as executive vice-president and gen- 
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manufacturing plant now under con- 
struction, the representatives were 
given a preview of the new 1953 sales 
promotion plans, including the Thom- 
as “Dealer’s Helper’—a unit that 
displays and inventories pans, rollers 
and covers. 


Lumber Company 


eral manager of the California Red- 
wood Association which he has held 
for the past four years. He replaces 
William R. Morris, who has resigned 
from the company after many years 
of service and who has held this posi- 
tion for the past five years. 

In announcing the appointment 
President Johnson said, “We are very 


January 


happy to make this announcement 
about Mr. Bishop, who returns to a 
company with which he was formerly 
associated for many years, and who 
is intimately acquainted with both our 
operating and sales problems. 

In 1923, Mr. Bishop entered the 
services of Union Lumber Company. 
He first worked for the company at 
Fort Bragg, where he became innocu- 
lated in the primary manufacture of 
tedwood by work in the mills. Then 
he joined the sales force at San Fran- 
cisco. His next move was to Chicago 
where he handled midwestern sales 
for the company. In 1938 he became 
district manager for Congoleum 
Nairn, manufacturers of floor cover- 
ing. In 1942 he assumed the post 
of merchandising manager for Cros- 
ley Corporation, manufacturers of 
radios and refrigerators. In 1948, he 
joined the staff of the California Red- 
wood Association as executive vice- 
president and general manager. 

Sherman A. Bishop is also exec- 
utive vice-president of the Redwood 
Region Conservation Council and will 
remain as a director at large for this 
rapidly growing forest conservation 
organization. 


Miller Appointed Sales 
Manager Rockwell Tools 


Richard E. 
Miller has _ been 
appointed sales 
manager of Rock- 
well Tools, Inc., 
Columbus, Ohio. 
This subsidiary 
of tne Rockwell 
Manufacturing 
Company, manu- 
facturers of full 
linesof hand saws, 
circular saw R. E. Miller 
blades and band 
saw blades. Mr. Miller joined the Rock- 
well organization in 1947. He was 
formerly Assistant to the vice-presi- 
dent of the Rockwell Manufacturing 





The answer 
to many of 
your 
newspaper 
AD PROBLEMS 


Feb. 9 
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No better door 
af any price! 


Style King is the better value, all wood flush door that’s 
tailored for handsome profits. Its beautiful 3-ply Birch faces 
conceal the finest construction features and materials on the 
market — making it an outstanding buy for your customers 
and an outstanding seller for you. No ‘‘cut-rate’’ quality. 
Style King is guaranteed against defects. It's distributed by 
recognized wholesalers everywhere 





Let us send you full profitable dteails. Inquire today 


STYLE KING DOOR CO., Inc. 


Detroit Office Sales Office and Plant 
9946 GREENFIELD ROAD (27) P. O. Box 71 — MANSFIELD, OHIO 
VErmont 8-7047 Phone 3-1096 








“The Douley 


BASEMENT WINDOW 














TO 
INDUSTRIALS 
DEFENSE PROJECTS 
RETAIL LUMBER YARDS 


An Experienced Lumber Service 
That Knows the Producer's Prob- 
lems and the Buyer's Needs. 


“In the Heart of 
The Deep South” 


(Gakct Csceeny 2 
Crystal Springs, Mississippi 


i Phone 169° P. ©. Box 391 








TOPS in Flooring Satisfaction! 
Make Your Next Order.... 


100% Northern Hard 
Maple — dense, strong, 
unusually hard and fine 
grained. There’s a Dia- 
mond Hard grade to 
give standout perform 
ance in your builders’ 
every requirement! 


Diamond Hard First Grade is 
unsurpassed for quality jobs 
For economy and heavy duty 
work, Diamond Hard 2nd and 
a” Thrifty Third are long on wear 
Satisfaction with savings to 45%! 
@ Oldest MFMA 
Member 
@ Unit Packag- 


Packe J. W. WELLS LUMBER CO. 


sired Menominee, Michigan 
































THE MEADOW RIVER 
LUMBER CO. 


Manufacturers of 


West Virginia Hardwoods 


Rainelle, W. Va. 














Real Window Quality 
Makes People Like Them 


STURDY, true fabrication from heavy, hot rolled 
members assures dealers that they will not warp 
or become distorted in handling or storage. Once 
sold they stay sold. 


MODULAR DIMENSIONS please the architect and 
builder, saving installation costs. 


TRUE manufacture means correct seating of panes 
and minimum breakage. 


ADJUSTABILITY of ventilator pleases owners, as 
does secure locking, also easy removal from inside 
when complete opening is desired. 


Made in three sizes. 


o Shipping 
Weight 


a No. of ; Glass 
No. Lights Size 


51 2 15x12 
2 15x16 
2 15x20 


Masonry 
Opening 
32x14%, 
32x18 9%, 
32x22% 


18 lbs. 
21 Ibs. 
24 Ibs. 


Be sure your Donley Catalog is the latest issue. 


The Donley Brothers Co. 


13928 Miles Avenue, Cleveland 5, Ohio 
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Company before going to Columbus 
as assistant to the general manager. 
This latest promotion will allow Mr. 
Miller to devote all of his time to 
sales work among the many markets 
for hand saws, circular saw 


blades 
and band saw blades. 


Answers to WHAT’S Your Answer? 
Stop! Read questions on page 58 


1. With the help of a home plan- 
ning center, it increased sales 
33%. See story p. 26. 

Delta’s radial saw. Delta Power 
Tools, Milwaukee, Wis. See ad 
p. 18. 

Tripling its floor space. For net 
results see story p. 34. 

Aetna Plywood & Veneer Co. 
See ad p. 12. 

A Missouri dealer who sells land 
in order to sell more building 
materials. See story p. 49. 

A partner and salesman. See 
story p. 46. 

Superior Lumber Co., Sacre- 
mento, Calif. The “darling” ref- 
erence is to sugar pine. 
Georgia Pacific Plywood Co., 
Olympia, Wash. GPX Green is 
a new plastic-faced plywood. 
With this tank, McClure doesn’t 
have to worry about fire-fight- 
ing. See story p. 40. 


to convert old flooring into mod- 
ern tongue-and-groove flooring. 

Custom-made cabinets and 
frames for windows and doors are 
the leading items fabricated in the 
shop. A full line of factory-pro- 
duced doors and sash are ware- 
housed and customers are urged to 
plan their houses to accommodate 
these sizes. Nailor’s shop does 
make money and separate books 
are kept to provide proper control 
over operating expenses. 

A dip tank set-up in the back of 
the woodworking shop is used to 
treat about 30,000 feet of lumber 
each month, mainly frames and 
siding. This is particularly desir- 
able for winter construction when 
wood cannot be painted, as the 
treatment keeps the wood in good 
condition until dry weather comes. 

Master Merchant Nailor is active 
in many civic and business organi- 
zations. He is a member of the Na- 
tional Small Businessmen’s Associ- 
ation, a former director of the Port 
Angeles Chamber of Commerce and 
a director in the Western Retail 
Lumbermens Association. 





COMPARE YOUR OPERATING 
STATEMENTS 


(continued from page 42) 





COMPLETE CUSTOMER SERVICE 


(continued from page 28) 





both contractors and homeowners. 


About 70% of building material 
sales are made to homeowners and 
the balance to contractors. 

Part of the 30% sold to con- 
tractors actually originates with 
Nailor because the firm makes it 
a policy to refer the buyer to a 
contractor whenever a sale can be 
handled in that way. The contrac- 
tor then purchases the materials 
from the firm at the usual contrac- 
tor discount, making a small profit 
on the materials as well. Though 
this reduces the concern’s margin 
on that sale, it often brings in ad- 
ditional sales which originate with 
the contractor. Five trucks enable 
Nailor to give all customers prompt 
service. 

(Read about Nailor’s successful 
floor covering department in “Floor 
Covering Specialist’ in AL&BPM, 
Oct. 20, 1952.) 

Other Services 

Nailor’s woodworking shop is 
equipped with power tools which 
can handle any kind of cabinet, 
door or window frame work. The 
shop also has a four-inch sticker 
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and no eyes will see your figures, 
except ours. 

How to do it. Just have your 
bookkeeper summarize your finan- 
cial and operating statements using 
the forms shown on the right. As 
a further service if you have any 
difficulty in making your state- 
ments conform to these forms, just 
send us in your figures the way 
you have them and we will do our 
best to translate them into a style 
which may be compared with the 
others in our files. 

After studying your reports, we 
will send you an analysis that should 
help you materially in fortifying 
your profit position in 1953. Mail 
your completed form directly to 
American Lumberman, 139 N. Clark 
St., Chicago, Ill. Please address 
30x AAH12. 





NEW STORE-WAREHOUSE 
LAYOUT 


(continued from page 35) 





have been constructed in front 
of all exterior warehouse doors. 

Brown lumber believes in put- 
ting up a good front. So, though 
all buildings except the 


sales 


lanuary 


building are made of metal, all 
walls facing the front of the yard 
are of concrete and stucco, giving 
the yard an attractive appearance. 

The formal opening of this new- 
ly remodeled yard featured a con- 
test in which the crowd was asked 
to guess the total number of items 
on display. Winner of the $100 
prize money was a local newsboy 
who guessed the exact number— 
1,395. 

Paul E. Brown, a past president 
of the West Texas Lumbermen’s 
Association, is active in civic and 
fraternal affairs. With his new 
yard and its added space, Mr. 
3rown is able to live up to his 
slogan, “If It’s Building Materials, 
We Have It,” because he has add- 
ed both breadth and depth to all 
his building material lines. 





CHRISTMAS-TREE PARTY 
DRAWS 3,000 


(continued from page 30) 





doughnuts and the children candy, 
cookies and pop. Guides informally 
showed the visitors about the show- 
room and answered any questions 
on building materials that were 
asked. 

Leaving the showroom guests 
boarded trucks which had _ been 
equipped with steps and seats for 
a tour of Sweet’s sash and door 
building, dry lumber warehouse 
and lumber storage yards. Many 
of the customers saw for the first 
time the complete facilities offered 
by the Sweet Lumber Co. 

After the ride the guests selected 
their tree and uniformed employes 
attached the red tags the customers 
received when they registered. 
Stands were also provided and a 
Sweet representative carried the 
tree chosen to the customers car 
and wished him a Merry Christmas 
as he departed. 


COMPANIES ANNOUNCE 


E. N. Rosenthal, president, Jones 
& Brown, Inc., Pittsburgh, Pa., an- 
nounced major appointments to his 
executive staff as a key-note at the 
opening session of his company’s an- 
nual sales conference. 

C. J. Land has been promoted to 
general menager of the company. He 
will have complete supervisory ca- 
pacity over all selling and administra- 
tive positions. H. L. Fisher has been 
appointed sales manager of Plastic 
Tile Products. Mr. Fisher will have 
complete charge of salesmen’s activ- 
ities in his division on a country-wide 
scale. 

The Jones & Brown organization, 
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as national distributors of major 
building products, have salesmen all 
over the country and contact with 
more than 20,000 dealers. Their major 
lines include Inselbric, Inselstone, In- 
selwood, Inselsyde, Pittsburgh Inter- 
lock Plastic Wall Tile and Pittsburgh 
Gem Plastic Wall Tile. Their recent 
sales conference was held January 
8, 9 and 10 at the Fort Hayes Hotei, 
Columbus, Ohio. 


Joseph Magee, formerly assistant 
manager of Roddis Plywood Corpo- 
ration’s Chicago warehouse, has been 
named manager of the firm’s Cincin- 
nati warehouse, Roddis Panel & Door 
Company, 836 Depot St. He succeeds 
Walter R. Mutz, now manager of the 
corporation’s newly opened Cleveland 
warehouse at 2717 East 75th St. 

Roddis Plywood Corporation, with 
home offices in Marshfield, Wis., now 
distributes plywood, doors, General 
Electric Textolite and allied products 
from 21 wholesale warehouses coast 
to-coast. 


William J. 


Sampson, Jr., presi- 
dent of The 


American Welding & 
Manufacturing Company, Warren, 
Ohio, recently announced the ap- 
pointment of Thomas A. Stratford as 
manager of advertising and public 
relations. Mr. Stratford succeeds to 
the post recently vacated by Don W. 
Dawson when the latter was made 
manager of sales of American Weld- 
ing’s Building Products Division. Mr 
Stratford joined American Welding as 
assistant manager—-product develop- 


ment and advertising last June fol- 
lowing seven years with the Lamp 


Division of General Electric Company 
in Cleveland where he served first as 
assistant manager of media advertis- 
ing and more recently as community 
relations representative. Prior sales 
promotion and advertising experience 
included several years with the Cur- 
oo Corporation in Buffalo, 
= 2 
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Kenneth D. Creighton, of Schenec- 
tady, N.Y. recently joined the 
shire Lumber Company, 153 Colum- 
bus Ave., as buyer and salesman. The 
announcement was made by John A 
Herd, president. Before joining the 
Berkshire Company, Mr. Creighton 
was manager of the Davis Lumber 
Company, Schenectady, N.Y. 


3erk 


M. T. Baylin was recently ap 
pointed southeastern sales manager 
for Wallace Manufacturing Co., North 
Kansas City, Mo. Formerly south- 
eastern divisional sales manager for 
Masonite Corporation, Mr. Baylin is 
widely known to his many friends in 
the lumber business as “Mike” or 
“Marty.” In his new position Mr. 
Baylin will work with lumber job- 
bers and dealers in the sale of Wal- 
lace’s three lines of Baked Finish 
Tile Board Panels; Wal-lite, Satin 
lite and Grani-lite. His territory will 
include Alabama, Florida, Georgia, 
Mississippi, North Carolina, South 
Carolina, Tennessee, Virginia, and 
District of Columbia. He has worked 
and lived for many years in the south- 
eastern territory. His home address 
is 791 Roslyn Road, Winston Salem, 
N. C. 
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OBITUARIES 


M. J. McDON- 
ALD, owner and 
president of the 
Thunder Bay 
Lumber Co., Port 
Arthur, Ontario, 
Canada, died 
January 6 in a 
Port Arthur hos- 
pital He was 
born in Apple- 
ton, Wis., but 
went to Port Ar- 
thur at the age of 17 and became 
associated with the Pigeon River 
Lumber Co. and the Vigars-Shear 
Lumber Co. In 1910 he established 
the Thunder Bay Lumber Co., sub- 
sequently absorbing the Pigeon River 
and Vigars-Shear companies. A 
branch eventually was also estab- 
lished at Fort William, Ont. 

Mr. McDonald had the distinction 
of representing all of Canada on the 
board of directors of International 
Order of Hoo Hoo. He was past pres- 
ident of both the Lakeland Lumber 
Dealers Association and the Lakeland 
Fuel Dealers Association. 

Long active in civic affairs Mr. Mc- 
Donald’s death was a loss to both 
the Port Arthur and Fort William 
communities. He was at one time 
president of the Port Arthur Cham- 
ber of Commerce, alderman, mem- 
ber of the Public Utilities Commission 
and at the time of his death, presi- 
dent of the Fort William Red Cross 
chapter. 

B. M. GIBBS, owner and operator 
of the B. M. Gibbs sales agency, 
wholesale commission lumber, Prince- 
ton, Ill., died Dec. 12 from exposure 
caused by accidentally falling out of 
his boat while duck hunting. Mr. 
Gibbs was past district governor for 
his district and held a perfect at- 
tendance record for over 30 years 
in Rotary. 

C. A. ARMSTRONG, 68, vice-presi- 
dent and director of Curtis Compan- 
ies Incorporated, Clinton, Iowa, died 
January 2 in his home at Clinton. 
Although in poor health from a heart 
ailment for about two years, he had 
remained active in business affairs up 
to the time of his death. Mr. Arm 
strong was born December 23, 1884 
in Castleton, Vermont. He moved to 
Clinton, lowa in 1898 and joined the 
Curtis organization in 1911. He served 
in various capacities, becoming vice- 
president of Curtis Companies, Inc., 
president of the C. F. Curtis Co., Inc., 
and director of both firms. 


JOHN R. BOOKSER, 75, owner of 
the John R. Bookser Lumber Service, 
2625 Delaware Ave., Buffalo, N. Y 
died Jan, 3 of a heart attack. He es 
tablished the building supply firm 
about 35 years ago. 


” 


ROBERT KIMBLE, JR., 50, first 
vice-president of the Valley Lumber 
Company of Fresno, Calif., and vice- 
president and manager of the Sequoia 
Lumber Company of Visalia, died 
December 15 during surgery in the 
Franklin Lane Hospital in San Fran- 
cisco. In 1931 Mr. Kimble became 
associated with the Hanford branch 


of the Valley Lumoer Company and 
in 1937 moved to Visalia to take over 
the management of the Sequoia Lum- 
ber Company which has retail yards 
in Visalia and Hanford. He was elect- 
ed first vice-president of the Valley 
Lumber Company, early in 1952, 


GEORGE H. ROGERS, 79, died re- 
cently at his home. He had been ill 
several months. He was vice-presi- 
dent and director of Monarch Lum- 
ber Co., and Building Service, Inc., 
both of Great Falls, Mont., and of the 
Rugby Lumber Co., Rugby, N.D. 


EDWARD E. TEMPLETON died 
Nov. 28 He was treasurer of the 
Grogan-Robinson Lumber Co., Great 
Falls, Mont. 


EUGENE A. ASKEW, associated 
with the Askew Lumber Company, 
Newnan, Ga., died Nov. 15. 


G. L. IRELAND, 75, died Dec. 14 
at Rochester, Minn., following a series 
of operations. Mr. Ireland was tne 
owner of the Ireland Lumber Co., 
Grand Forks, N.D., which he estab- 
lished in 1915. Previous to that time 
he operated lumber yards at Hankin- 
son, N.D., and Rockford, Iowa. 


HARRY WYNDHAM RUGGLES, 
74, pioneer lumberman of Kingston, 
Pa., died Jan. 3 at his home. For sev- 
eral years he was associated in the 
lumber business with his father and in 
1906 acquired complete control of the 
firm. It has been operated since that 
time as the Ruggles Lumber Com- 
pany. Mr. Ruggles was prominent in 
civic and community activities. 


ED. R. HENRY, Spartan Lumber 
Company, Tulsa, director of the Okla- 
homa Lumbermen's Association, died 
December 27. Mr. Henry was deeply 
respected by his family and fellow- 
men. 


WALTER R. RICHARD, 65, man- 
ager of the Monroeville (Ind.) Lum- 
ber and Supply Company, died Decem- 
ber 13 at his home in Monroeville. 
He had been ill for approximately six 
months. Mr. Richard had been the 
manager of the Monroeville Lumber 
and Supply Company since it was 
purchased by the New Haven Lum- 
ber and Supply Company in 1916 and 
was a part of the group affiliated 
with the Standard Lumber and Sup- 
ply Company of Fort Wayne, Ind. 
Dale House, who was assistant to Mr. 
Richard for the past 10 years, has 
been appointed as his successor. 


JOHN HENRY STARR, 56, well 
known in lumber circles in the south, 
died Dec. 30. Mr. Starr was president 
of J. W. Starr and Sons Lumber Co. 
in Atlanta, Ga. His father founded 
the Starr Lumber Co. and, following 
his death in 1940, Mr. Starr became 
president. He also was chairman of 
the board of directors of Homer 
Lumber Co. Mr. Starr was a member 
of the Athletic Club and the Roofing 
Manufacturers Association. He was 
a past executive of the Southern Pine 
Association and during World War II 
he served on the Southern pine advis- 
ory committee for the southern lum- 
ber industry. 
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Classified 
Advertising 


All ads tor ciassified section must be in Pub- 
lisher's office 10 days preceding date of 

lication. Advertisements are set in 
6 point style. No cuts or i 


A 








HELP WANTED 


SITUATIONS WANTED 





WANTED—Manager for yard in good-sized 
city in south central Minnesota with old es- 
tablished line yard. Liberal salary plus profit- 
sharing plan. Address Box E-41 American 
Lumberman Inc. 





i 


allowed. Piease ind i ficati de- 
tured. Publisher reserves mght to classify. 
edit or reject any classilied advertisement. 
No agency commission or cash discount 
aliowed. 

Rates: 


1 Time — 10c per word tor each insertion. 
Minimum charge of SUc pe: line. 
3 Times — 8c per word tor each insertion. 
Minimum charge of 45c per line. 
6 Times — 8c per word for each insertion. 
Minimum charge of 40c per une. 
26 Times — 7c per word tor each insertion 
Minimum charge of 35¢ pe: line. 
Por advertisements bearing box number coun: 
bve extra words. There are approximateiy 
5 words to a line and when less are specibec 
or used, regula: line rate is charged. 
When answering box sumbers or mailing 
copy for ads address them to: 

Terms — Cash With Orde: 
Minimum Charge 82.00 
AMERICAN LUMBERMAN 6 
BUILDING PRODUCTS MERCHANDISER 
439 N. Ciark St.. Chicago 2, Lil. 





WANTED: Man experienced in lumber office 
routine. Listing material and general office 
duties. Chicago territory. Address Box E-45, 
American Lumberman, Inc. 





Pine Mouldings 
An unusual opportunity by a rapidly growing 
Midwest manufacturer of pine mouldings is 
available to a hard working representative to 
call on retail yards in Chicago. The right 
man should have some knowledge of 8000 
series in pine mouldings. An attractive com- 
pensation plan with unusual possibilities will 
be arranged for the right man. Address Box 
E-46, American Lumberman, Inc. 





Direct Lumber Mill Representative serving 
Atlantic Coast area has opening for associate 
in executive and sales work. Location New 
York City. All replies strictly confidential. 
Give full details, experience, age, etc. Reply 
Box E-47, American Lumberman, Inc. 





SITUATIONS WANTED 





HELP WANTED 


EXECUTIVES—ARE YOU CONTEMPLATING 
A CHANGE? Then why trust to luck in io- 
cating your new position? Let us tell you 
about our service which is an economuicai, 
ellective and contid ial thod of 





MILLWORK-DETAILING 


Let a group of experienced millwork detail- 
ers with 30 years experience, commercial and 
residential, do your detailing. Cost reason- 
able. Results guaranteed. Address Box V-71. 
American Lumberman. Inc. 





the door of opportunity with the ngat em- 
ployer. We can neip you locally or at distant 
poiats. Full details without obligation. HINES 
cAECUTIVE SERVICE, 5355 W. North Ave., 
Cmicago JY, Linois. 





MILLWORK SUPERINTENDENT 


Want experienced Millwork Superintendent 
who can list trom pians, and estimate, and 
detail and bill. No one but qualified man 
need apply. Florida. Address Box E-32, 
American Lumberman, Inc. 


Wanted: Man experienced in wholesale lum 
ber business to assist in management and in 
increasing sales trom both office and in 


making personal contact. Old established 
firm located in Western Pennsylvania. A 
splendid opportunity for right man looking to 
the future. Address Box E-33, American Lum 
berman, Inc. 





Wanted: VENEER CUTTER — Man thoroughly 
familiar with set-up and operation of Capital 
Slicer. Must be experienced in cutting Hard 
wood Face Veneers. Good pay and excellent 
working conditions in modern factory. Address 
Box E-43, American Lumberman, Inc. 





HELP WANTED—RETAIL MANAGER 
Well Financed yard in a large Southern City 
Must be familiar with Package Selling—Fi 
nancing and Sales Management — Generous 
Salary and Percentage Profits. Address Box 
E-61 American Lumberman, Inc. 





LUMBERMAN WANTED: Between 25 and 40 
years old. Write Box E-40 c/o this paper, 
stating all qualifications and references. En 
close photo if possible. Include sales experi 
ence, ree experience, salary expected and 
general health condition. Job located in Moun 
tain Area, retail lumber yard, having hospital 
plan, incentive bonus plan, and good pay 


= rapid advancement for the right appli 
cant. 





WANTED: Dimension operation foreman, thor. 
oughly experienced with moulders, matchers, 
and resaws; thoroughly capable of handling 
labor; hardwood operation; southern location; 
permanent position; give age, experience, 
references, and salary wanted with applica- 


ay Address Box E-42, American Lumberman, 
nc. 





Wanted: PLANT SUPERINTENDENT — Man 
capable of taking over supervising of Hard- 
wood Face Veneer plant and sawmill. Excel 
lent position for man experienced in subject 
operation. High salary and other benefits for 
qualified party. Address Box E-44, American 
Lumberman, Inc. 
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MR. EMPLOYER: WHY BEAT YOUR BRAINS 
OUT HUNTING QUALIFIED HELP? We are 
experienced lumbermen and speak your lan- 
guage so register your needs with us and 
let us find the men, screen them and check 
their references. No charge to you unless 
you want to help the ful pli t 
HINES EXECUTIVE SERVICE, 5355 W. North 
Avenue. Chicago 39, Ill. 








Wanted position as Manager of lumber and 
builders supply yard. 17 years with one 
yard. Prefer yard in Central or Northern part 
of Ohio. Living quarters must be available. 
Write Box E-25, American Lumberman, Inc. 





Lumberman—Wholesale or Retail, diversified 
experience, supervision, grading, yard organ- 
ization, mechanization, traffic and inventory 
control, buying. estimating, promotion, etc. 
A-1 references. West Coast Preferred. Address 
Box E-26, American Lumberman, Inc. 





Wholesale Lumber Merchandiser available 
immediately. Broad acquaintance with South- 
ern and Western Producers. Comprehensive 
knowledge of retail Industrial and Railroad 
requirements. Accustomed to handling large 
volume. You furnish the capital—I will do 
the job. Address Box E-36, American Lum- 
berman, Inc. 





MANAGER & $7000 READY TO GO TO WORK. 
Anxious to manage or invest in and manage 
your yard. Prefer West Coast. Am exper. 
ienced, aggressive, sales-minded manager who 
can really build sales. Write me today. Ad- 
dress Box E-48, American Lumberman, Inc. 





Thoroughly experienced in special millwork, 
detailing, billing, listing, some estimating, su- 
pervision, machine and bench, buy and sell. 
Able to direct others. Good references. Ad 
dress Box E-49, American Lumberman, Inc. 





MILLWORK—DETAILING 
Send us your plans for detailing. Compre. 
hensive shop drawings; hourly or contract 
rates, fast service. Address Box E-50, Amer 
ican Lumberman, Inc. 





Lumberman, age 50, High School Graduate, 
thoroughly Lumber background and  espe- 
cially experienced in European Lumber Im 
port-Export Business, seeks position. Reply 
Box E-51, American Lumberman, Inc. 


MILLWORK SUPERINTENDENT 
Detailer-Biller, years of experience, large vol. 
ume detailed millwork. Good expediter. Refer- 
ences. Address Box E-52, American Lumber- 
man, Inc. 





Position as manager or assistant in larger 
retail yard, or assistant in wholesale com- 
pany. 20 years’ experience in all phases of 
retail lumber, 16 as manager; age 44, 2 years 
college, married. Address Box E-24, American 
Lumberman, Inc. 





Executive Manager 

Thoroughly experienced in all phases of man- 
agement, sales and personnel direction in re 
tail lumber business. Twenty year background 
in this field includes working in all capacities 
from yard laborer to manager of yard ap- 
proaching million dollar a year volume. Posi- 
tion offered must include heavy responsibility 
as well as substantial salary and incentive 
plan. Available February; Age 37; Will re- 
locate. Address Box E-53, American Lumber 
man, Inc. 





Manager of men and materials wants job. Ex- 
perience includes: contracting, personal sell- 
ing and sales management; also work as su 
perintendent of specialty woodworking plant 
and manager of lumber and building material 
yard. Address Box E-S4, American Lumber 
man, Inc. 





WANTED 
SALES REPRESENTATIVES 





Experienced Millwork Salesman required for 
desirable Wisconsin territory. We distribute 
a wide line of nationally advertised products. 
The Radford Co., Oskkosh, Wisconsin. 





SALES REPRESENTATION 
AVAILABLE 





Manufacturers’ agents calling on all lumber 
dealers in metropolitan New York - northern 
New Jersey area interested in- additional 
items, building specialties or millwork, on 
commission basis. Address Box E-28, Ameri- 
can Lumberman, Inc. 


We are seeking Big Mill connection with 
Western White Spruce manvfacturer in West 
ern Canada on commission basis fer the De- 
troit, Michigan, district. Address Box E-59, 
American Lumberman, Inc. 





Wanted: Direct factory contacts for building 
specialties. Midwest representation. Address 
inquiries to G. J. Murphy, 6211 Sexton, St. 
Louis, Mo. 


WANTED — RAILS 








RAILS WANTED 
Any weight—Any tonnage 


W. H. DYER CO.. INC. 
2111-A Railway Exch. Bidg., St. Louis 1. Mo. 





STEEL RAILS 
Any Quantity—Any Size 
MIDWEST STEEL CORPORATION 
518 Dryden St., Charleston, W. Va. 





IN THE MARKET TO PURCHASE relaying rail 
and to sell all classes railroad equipment such 
as spikes, bolts, tie plates and rails. M. L. 
FRANK, Grand Central Palace, New York 17. 


BUSINESS WANTED 








Wanted to Buy: Retail lumber yard or whole- 
sale industrial yard, preferably located in 
medium sized progressive community in the 
west, midwest, or south. Write Box E-37, 
American Lumberman, Inc. 


LUMBER & DIMENSION 
WANTED 


Wanted: Direct Mill contacts, both Redwood 
and Plywood. To be bought on a wholesale 
basis, for our Wholesale Division. Address all 
inquiries to Box E-60 American Lumberman, 
Inc. 
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BUSINESS OPPORTUNITIES 





Wanted: Protessi ] 1 and advice on 
the problems of yard and store layout in a 
new retail lumber and building products 
operation about to be established in Middle 
West. Please send full information to Box 





D-26, American Lumberman. Inc. 





Will sell part interest in old established 
wholesale lumber business located in Pitts- 
burgh area. Will only sell to man experi- 
enced in this business who will take active 
part. Will make good proposition to right 
man. Address Box E-34, American Lumber- 
man, Inc. 





CANADA 
Wanted 


Financial Backing or Partner. 
$50,000 to $100,000 


Established Lumber Wholesale Business with 
good connections among retail yards in the 
Provinces of Quebec and Ontario, and some 
areas of United States, and well known among 
Eastern and Western Lumber Manufacturers, 
seeks financial backing or partner. Please 
reply Box E-55, American Lumberman Inc. 





WELL ESTABLISHED, WIDELY KNOWN PLAS.- 
TICS MANUFACTURER is seeking sales mind- 
ed dealers and organizations familiar with 
excavation and landscaping work, able to 
sell and install 27 foot and longer plastic 
swimming pools. These are the famous pools 
that were widely publicized in 35 leading 
national magazines including Life, Look, Time, 
Newsweek etc. Home owners of average in- 
come, motor courts, community centers, etc., 
are all prime prospects. Attractive regions 
open on an incentive margin basis. No capi- 
tal investment required. Address Box E-56, 
American Lumberman, Inc. 


PROMPT SHIPMENT 


USED MACHINERY FOR SALE 





Building Paper (36”—S00 eq. ft.) 


King Nails cg ag a opening) 
Twine (for tying lumber) 


Siding Corners (including % in.) 
Aluminum Nails (in boxes or bulk) 
Joist Hangers 

Cross Bridging 


Flashing Shingles 
Tel-o-posts 


Wall Ties 
Area Walls 


HOSKING PAPER & SUPPLY 
P. O. Drawer 43 Wilmette, Ill. 





MISCELLANEOUS—FOR SALE 





CARPENTERS APRONS 
Write for prices and information. 


THE MINNESOTA SPECIALTY CO.., Inc 
Minneapolis, Minn. 





Advertising Yardsticks 


swoqd, 2-color. S ri 1-color. 
Rize aint Paddles. ieumedinte nip a. 





R. J. ONT CO. 
491 aR, t.. Geneva, Ill. 


NAILS—BELOW MILL PRICE, 400 kegs 7d 
cement coated sinkers, mfg’d by American 
Steel & Wire Co. Perfect condition—immedi. 
ate shipment. $7.50 per keg FOB Bowling 
Green, Ohio. Minimum order 25 kegs. Baron 
a—* Metal Co., Bowling Green, Ohio. Ph. 








LUMBER & DIMENSION 
FOR SALE 





BUSINESSES FOR SALE 





California box factory, planing mill and 
moulding mill ideally located in San Joaquin 
Valley. All year operation with remanufac- 
turing and warehousing facilities. Excellent 
drying weather. Modern main buildings of 
23,000 square feet. Mostly new equipment. 
Twenty acre area. Write Box C-50, Amer- 
ican Lumberman, Inc. 





Sale or Lease established lumber yard near 
San Diego. Gross 150,000—Paint, Hardware, 
Loader, 2 trucks. H. Hagmes, 5086 Guava, 
La Mesa, California. 





For Sale, Building Material business in West- 
ern Montana. Good plant, stock and equip- 
ment. Address Box E-30, American Lumber- 
man, Inc. 





FOR SALE: Established business, handling 
lumber and builders and farm supplies. Lo- 
cated in east central Indiana. Yearly volume 
—$175,00.00 Buildings located on 2) acres of 
ground outside city limits. Business serves a 
rural area and small industrial city. Reason 
for selling is failing health. Will deal with 
_— buyers only. Address Box E-39, 
merican Lumberman, Inc. 





For Sale: Lumber yard in a torge farming 
s 


Woone Sei in North Central Kansas o a new 
ate. Address Box D-49, American Lum- 
berman. Inc. 





COME TO CALIFORNIA 
Long established Retail Lumber Yard for sale, 
or lease. Located on State Highway in Central 
California. Splendid farming area; good living 
conditions. Easy terms. Address Box E-57, 
American Lumberman, Inc. 





Union County, New Jersey, retail building ma 
terial yard, modern show room and ware 
house, 25% increase over past year. Owner 
has other interests. Address Box E-58. Amer- 
ican Lumberman, Inc. 


But_LpInc Propucts MERCHANDISER 


Kiln Dried Douglas Fir Industrial Clears. all 
sizes, from our plant. 
Millwork Blanks 


Cut Stock 
Ladder Rails & Parts 


Mouldings 
Your inquiries answered promptly. 
Al Clements Lumber Co. 
PO Box 908 


Eugene. Oregon 


TWX EG 049 Tele. 5-3317 





When you want straight or mixed cars for 
retail yards or industrial items of Ponderosa 
Pine. Western White Spruce, Fir and Larch, 
etc., also West Coast Fir and Hemlock. 
contact us. Reliable shippers since 1940. 
Forest Products Co. 
Peyton Bldg. Spokane, Wash. 


West Coast Kiln Dried D. F. Industrial Clears 
in all standard rough sizes. Ali stock shipped 
on guaranteed weights with WCLA inspection 
certificate. 
CASCADIAN COMPANY, INC. 
Box 12, Eugene. Oregon, Phone 5-6312 








We have several thousand feet of B&Btr 4x6 
Boston pattern fir gutter lengths 6-24, heaviest 
10, 12, 14, 18 & 20’. Will sell random or 
reasonably specified lots at 43c per lineal foot 
f.o.b. Cadiz, Ohio. Dealers only. THE LONG 
FIR GUTTER CO., CADIZ, OHIO. 





HARDWOOD SQUARES 


Progressive Maine hardwood square producer 
now supplying several steady customers. 
Have increased production and desire to de. 
velop additicnal markets for 90% & Bir. white 
birch, yellow birch, and rock maple squares 
sawn to specified dimensions. Can be shipped 
green this spring or air-dried during August 
and September. Write, phone or visit us: 


Prentiss & Carlisle Co., Inc. 
107 Court St., Bangor, Maine 
Telephone: Bangor 8297 


REBUILT 
FORK LIFT TRUCKS 
Gerlinger Model PH 962-130 
Capacity 18,000 lbs. 


Lift 14 ft. 2 in. 
Cab Wondertul Power. 


Gerlinger Model PH 962-130 
Capacity 18,000 Ibs. 
Lift 17 ft. 6 in. — 16 months old 


Hyster 150 
Capacity 15,000 te 
Lift 17 ft. 6 in. — Completely Rebuilt 


Four Wheel Drive 

Fork Lift Truck 

Capacity 6,000 lbs. 

Lift 9 ft. 4 in. — Excellent Traction 


Ross HT 19 
Capacity 6,000 lbs. 
Lift 10 ft. — Ideal tor small loads 


Ross Carrier 

Model 7056 

Capacity 15,000 lbs. 

Package Size 48W-54 in. H. 
Swing Shoe — Good Condition. 


Terms: Cash or Time 
Every truck guaranteed. 


HARVARD EQUIPMENT CO., INC 
295 Cambridge St., 

Alliston 34, Mass. 

Phone: Stadium 2-0826 





Truck, Lumber Rolloff, 1948 G.M.C. 2-ton trac 
tor with new motor. 16 ft. Kentucky trailer, 
complete with accessories. Good condition. 
$1950.00. VAN OEYEN, 4856 Sunnyside, Chi 
cago. Phone Kildare 5-3470. 





For Sale Woods 412 6x15 Planer and 
Matcher, Serial 30789 — with electric top and 
bottom profiles—JM5—Serial 30790--Excellent 
Condition—Available 30 days-—Price $10,000. 
Available immediately: 

One Hyster 15 lift truck with 17°6” lift 

54” forks . .$2,500.00 
One Hyster straddle weth- $4 x 54 


package $2,500.00 


One Wheland band mill carriage £8,500.00 
One Tower 42 in. B. B. edger $1,500.00 


FLACK-JONES LUMBER CO., INC. 
Moncks Corner, S.C. 





Ross No. 90—20,000 Ib. Lumber Carrier, very 
good condition, for sale or will trade on ma 
chinery. Ridge Machinery Co. 1016 E. Sus 
quehanna Ave., Philadelphia 25, Pa. 





BOOKS FOR SALE 





90°, OF THE RETAIL LUMBER DEALERS 


Who have purchased the K-Way price book 
like it. 


It is loose-leaf, with subject tabs and general 
index. Form sheets are 8) x 11 

The price is $25.00 postage paid. 

We ask you to send check as evidence of 
interest. 


If for any reason after examination, you do 
not like the lay out, we will refund your 
money if returned in good condition under 
ten days. 


Address: K-Way Price Finder 
P. O .Box 1102 
c/o Kocher Lumber Co. 
Lima, Ohio 


eee — 


WOOD STRUCTURAL DESIGN DATA. Com. 
jled by National! Lumber Manutacturers’ 
h iati niormati on physical, chem- 
ical, and mechanical properties of wood, and 
tables showing how to determine the correct 
size of member. also on standard sizes, meas 
urements, and trade terms. Price $2.50. 





, SCRIBNER’ . Ly = AND LOG BOOK. io- 

b merchants, sawmill 
men, etc. veut pocket size of 1950 pages. 
giving tables on scantling and plank meas- 
ures, round timber reduced to square timber 
and round logs reduced to inch measure by 
Doyle's Rule. log tally caiculations, and othe: 
valuable information. Price $1.00. 


AMERICAN LUMBERMAN, INC. 
139 N. Clark St., Chicago 2, Ill. 








This is the time of year when all kinds of people are making 
all kinds of surveys. One of these was going on when 
the interviewer raised an eyebrow and asked, “How can this be, 
Mrs. Kloonk? You have a child two years old and another four 
years old, yet your husband has been dead six years.” 

Mrs. Kloonk winked, “I’m alive,” she said. 


suddenl, 


And how about the ads these days? There's a certain 
soap that “makes a bath that refreshes, relaxes and stimu- 
lates. You step out of your tub ready to meet all comers.” 

* * * 
As the bowl of quivering jello was set at his place little Joe 
eyed it and said, “I ain’t gonna eat none of that. "Tain’t dead yet.” 
* * 


4s long as there are morons there’ll be moron jokes. 
Here's one about the guy who entered a bar five days 
straight with a carrot sticking out of each ear, and ordered 
a drink. The bartender, figuring it was a gag, refused to 
ask the moron why he had the carrots in his ears. The 
sixth day when the moron entered with a banana sticking 
out of each ear, the bartender’s got the better 
of him and he asked, “Why do those 
sticking in your ears?” 

“1 couldn't get any carrots,’ explained the moron. 

* * - 


euriosity 


you have bananas 


The doctor tried to persuade the new 
feed her baby with Nature’s own formula. “I guess you're right,” 
said the sweet young thing, “and besides, what the hell, as long 
as | carry them around anyhow | might as well use them.” 

- . 


mother that she should 


‘Consider the source’—That’s an old saying best remem 
bered in business. The reputation of the MAUK Lumber 
Co. was built on knowledge, not guesses. 

Fer instance, we feature kiln-dried Hemlock Dimension 
and uppers from the mill of Schaefer and Lewis, noted 
for workmanship and grade. 

You can always be sure with MAUK because MAUK 
makes sure first. lf it’s good, we got it. That’s the MAUK 
Lumber Co. * + . 


Simple Celia says the pleasures of childhood are fine but they 
are nothing compared with the pleasures of adultery. 
* * * 


The real union man is the one who limps all through his 
lunch hour cuz he'll only take the nail out of his shoe on 
company time. . * . 

_— 


“Who's the boss at your house? 

“Well, my wife bosses the servants. The kids boss the dog.” 

“What does that leave you?” 

“Well, | can still say pretty much what I please to the geraniums.” 
* a + 


{ model woman is a bare possibility but a woman model 
is a naked fact + “ * 


Do You Know What Dept. 

Do you know what a zebra is? A 
blinds. 

Do you 
camel. 

Do you 


black horse with Venetian 


know what a llama is? An animal that llooks llike a 


know what 


MAUK is? Top quality at best 


MAUK Seattle Lumber Co. 


Seattle 5, Washington 


The C. A. MAUK Lumber Co. 


Toledo 4, Ohie 


price. 
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No. 217 Door and Drawer Pull 


Modern in style, 


design and function — 


This National line of cabinet hard- 
ware blends in true harmony with 
today’s modern design of home 
construction. ; 


ciency both from the standpoint of 


less work to clean and maintain to 
CR i a 


home appliances finished in.gleam- - 


ing white and glittering chromium. 








Note the attractive pull and latch for cabinet doors and 
drawers — simple, modern lines — easy to keep clean. 

The cabinet hinges are finished in lustrous chromium 
plating and are furnished in a wide variety of styles to 


accommodate practically every type of door construction. 


ae ik 




















No. 706 Door Latch No. 460 No. 460A%, No. 460Z%, 


MANUFACTURING COMPANY 


STERLING * ILLINOIS 





Beginning in April the greatest story in screencloth 
history will be told through dealer-listing ads like this. 


Appearing in local papers in every section of the 


ame he here fi country they will reach your customers .. . 
Out f . 


. . i ° 
tell °em to buy Lumite screening in your store. 


FA Start now to push, promote and above all talk up Lumite 
screening for bigger Spring business. Ask your jobbers 


how you can get your name listed at no extra charge. 


‘od 


a TY SETS 3 
“SSE MTION'S HOME 








